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THE WOOSTER BRUSH CO. * WOOSTER, OHIO % é + 
Brush Manufacturers Since 1851—Thru 4 Wars f 





Hardwa 
March 


SEP 





Mss 


























* 














j J ) 
“Take 


That’s th 
this year i 
homes anc 
makes it ify 
replacew@ 
and as gf 
even 

In 
driv 
fine 
and 
The f@ 
wartime 

In the §% 
insuring 
sential 
homes. 


age 


ps 


number of nee 
which s 
tenancé 
dealer sta 
used to- 
metal pai 
floor-refinisht 
amples of t 
Moreover, 
variety of “sg 
for the hor 
or plasti 
sist in & 
making 
custome. 
Mag 









me all t 
se int , d time invol¥® 
st -one experience 
Psets $1.75 as the 
ourly minimum. $2.00 an 
! hour is not excessive for the 
| time of a skilled repairman 
ig up a Repair | acting as a direct repre- 







mong 
now 
used 4 








at so 
vest 


| pervice, ‘which requires a , sentative of the store. 





THE YALE & TOWNE MANUFACTURING CO., STAMFORD, CONN.,U.S.A. x 
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Pure Pol-mer-ik Linseed Oil and other full BY THE MAKERS 


strength linseed oils can no longer be distributed 
... The WPB has ordered that the replacement 
for these oils be made in accordance with 


Kederal Specification TT-0-371 which calls for I N = E E D ‘ 
approximately one-third very heavy bodied L O x 


polymerized oil, one-third regular raw oil and 


wilh 
one-third mineral spirits or turpentine. Jie bill pn MG 


Weare now preparing to distribute a replacement 
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ARCHER-DANIELS-MIDLAND COMPANY 


oil made in accordance with the WPB order. ROANOKE BUILDING * MINNEAPOLIS, MINNESOTA 


BECAUSE CUR GOVERNMENT IS PURCHASING LINGEED OILS, DISTRIBUTION OF POL-MER-IK IS RESTRICTED 
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Today Klein Pliers in the hands of soldiers, 


sailors and wartime workers are helping 
speed the day of Victory. When the war is 
won these same quality tools will aid line- 
men—electricians—good workmen every- 
where to do their jobs better, faster, more 


surely. 


In a post-war world, the name Klein will 
continue to stand for the highest quality in 


pliers and equipment as it has “since 1857.” 


Every good tool in the hands of American 

workers is a threat to the Axis. Every 

tool carelessly used, broken or lost re- 

duces our productive capacity. To help workers get 
the greatest use from their tools, we bave prepared a 
booklet on the proper use and care of tools. A copy will 
be sent without charge to anyone requesting it. 


ASK YOUR SUPPLIER Mathias & Sons 


Standard Electric Corp., New York 


3200 BELMONT AVENUE CHICAGO 18 ELLINOTS 
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-but actions speak 
louder than words! 


You retailers know that full pages in full color don’t 
whisper . . . they shout! And when those smashing pages 
appear in Life, Esquire, American Weekly, Time, Red 
Book, American Magazine, Cosmopolitan, American 
Home... you know they mean business! 

We are now engaged in such a campaign . . . full 
pages, full color in America’s top magazines, building 
faith in SONORA; so that SONORA may deserve the faith 
of the retailers of America . .. who, when all is said and 
done, add the final chapter of success to all advertising. 


When the day comes that the demand now being 
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rolled up for SONORA can be satisfied at your counters 
. you will find that SoNoRA fits your selling problems 
like a glove. For SONORA is as easy to handle as any 
minor appliance . . . an over-the-counter transaction 
. a “Package” sale in every sense of the word. 
Ask your jobber to tell you all 
about The SONORA “' Package”’ 
Plan—and more about SONORA’S 
national advertising. 
SONORA RADIO & TELEVISION 


CORPORATION 
325 N. HoYNE AVENUE + CHICAGO 


x = SS 


THE ONLY NATIONALLY ADVERTISED JOBBER-DEALER RADIO 
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Backed by ever-increasing amounts of 

the finest in fighting equipment, our boys 

are hitting back on all fronts! Their trium- 

= phant score mounts higher each day! The 

best possible acknowledgment we can pay such bravery and 

courage is to work harder—and still faster, on the faultless 

production of the things they need. Specifically, Englishtown’s 

part is concerned chiefly with destroyer parts, parachute flares, 

parts for aircraft ship-to-shore transmitter equipment, drill 

ordnance, glider fittings research and a number of other vital 

miscellaneous items. Like the boys at the fronts, we, too, are 
in it to win it! 


ENGLISHTOWN CUTLERY, Lz. 


230 FIFTH AVENUE, NEW YORK, N.Y. - Factory: ENGLISHTOWN, N. J. 
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national and interna- 
tional awards. 


Since 1870 it has been a fixed, con- 
tinuous policy of this pioneer com- 
pany to build pumping equipment 
of the highest possible quality. So 
strong has been this practice that, in 
the minds of millions, quality is 
inseparably linked with the name 
Myers. There is no greater sales- 
builder than quality. 

Myers Products in increasing quan- 
tities are available for essential farm 


installations under new Farm Equip- 
ment Limitation Order, L-257. 


THE F. E. MYERS & BRO. CO. 
Ashland, Ohio 


PUMPS 
HAND AND POWER SPR 


SEPTEMBER 30, 1943 





He’s an unsung home-front hero in this war—the 
hardware store man. 

One line after another has run out on him. And 
now he’s stocking chess sets, beekeepers’ outfits, 
bibles, catnip mice, greeting cards, wallpaper, 
phonograph records, cosmetics, hooked rugs. 

They don't award Army-Navy “E’s’’ for the jobs he 
does. But he does them anyway. Fixes things for his 
customers. Shows them how to find substitutes—how 
to make things last. Patch it . . . mend it. . . hold it 
together anyhow—with baling wire, with solder, with 
chewing gum. 

In the hardware business today, there’s plenty of 
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“hard’’—but not so much “ware.” Yet he'll make 
out, this hard-working hardware man. And after the 
war he’ll come into his own. 

Then Bethlehem steel products—woven wire fence 
and posts, barbed wire, galvanized roofing sheets, 
bolts and nuts—will be available in quantity to hard- 
ware dealers for their farm and household customers. 


gETHLEHEN 
STEEL 
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In this big game of war, LCN is playing for 
keeps. We’re proud of the ever-mounting 
stream of vital small parts our factory is 
turning out for planes, tanks and other war 
machines. 

But—we’re keeping our eye on the pitcher. 
A quick snap of the wrist isn’t going to 
catch us flat footed ... off the bag. 

Even as our busy machines whirr and buzz 


. WERE KEEPING OUR 
—M 


with war activity, the boys in the back room 


—engineers, designers, sales executives—bend 
over new designs for better living . . . ideas 
to short cut the dangerous “in between” 
days when war production halts. 

In those days your need for goods may be 
great—and immediate—to meet the stored 
up demands of a great new era. LCN will 


be ready when your call comes in. 


NORTON LASIER COMPANY - 466 West Superior Street - Chicago 
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PROUD OF HER SERVICE UNIFORM 


She won top honors in her class. Voted the “best dressed”, too. Today, her attire 
is different. But the qualities that put her in highest position—character and lead- 
ership—are more outstanding than ever before. Plumb, too, dons a service uni- 
form. In time of war, Government limitations have taken some of the glisten and 
polish from the tools. But the qualities that for almost a century have placed 
Plumb foremost among fine tools are unchanged. The one-piece head of flaw- 
lessly-tempered steel—the tested hickory handle—the perfect hang, design, and 
balance—these are the features by which you can now, as always, judge Plumb. 
Plumb is proud of its service uniform. Fayette R. Plumb, Inc., Phila. 37, Penna. 
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on’t Let Shortages Take Your Eye 
Off the Post-War Market . 


@ Right now is the time to prepare for the vast post-war 
market. Even though you can’t supply a// of your customers’ 
immediate needs, don’t let them forget that after the war 
you will continue to furnish complete lines of the same 
high-grade merchandise on which your reputation was 
built. Also remind them that you are retaining your con- 
nections with jobbers of reputable, trademarked products 
so you will be the first in your community to serve them 
as increasing amounts of supplies become available. 


More Warren Tools will be sold than ever before when 
pent-up buying power is released for home building, farm 
improvement, highway construction, and development of 
peacetime industries. So, let your customers know now that 
you will be in a position to serve them sooner with better 
Warren Heavy Hand Tools. 
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FREE DISPLAY 


This beautiful pedestal type ‘“‘off- 
the-counter”’ display. with actual 
TRIMZ patterns for your customers 
inspection is available FREE with 
your initial order. Fits any counter. 
Designate style-C on your order. 


CHARM BY THE YARD 
TRIMZ are washable. Sunfast. 
They’re attractively packaged in 
ready-pasted 12 foot rolls; 17%, 3 and 
4inchesin width. Designs are planned 
for contrasting or harmonizing 
effects with any paint color. They're 
easy to apply. Customers simply 
dip in water and apply to surface. 
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12 MILLION 
| PACKAGES OF 








SOLD IN LESS THAN A YEAR! 144 million feet of profit-producing dec- 
oration sales. Enough to put a gay, decorative TRIMZ border around the 
world . . . and then tie a bow! ! ! TRIMZ ready-pasted borders answer a real 
decorating need. They add color, charm and beauty to painted walls in every 
room. Alert dealers sell at least 4 rolls of TRIMZ with every interior paint 
sale. Replace lost profits from restricted items. Order an ALL-ROOM Open- 
ing Assortment of TRIMZ. Colorful, new, sales-tested designs are ready for 
shipment. They’re all-season sellers and carry an excellent mark-up. Act now 
to assure prompt delivery. ALL-ROOM Assortment” No. T-18 contains 
four 15c; twelve 20c and four 29c patterns. Cost: $28. 84. Selling price $49.72. 
F.O.B. Chicago. Join the TRIMZ ‘Parade for faster profits. 





NATIONALLY ADVERTISED 


Millions of additional women will know about and want TRIMZ because they've 
seen TRIMZ advertised and publicized in these leading magazines. (circulation, 
15 million) Cash in on TRIMZ in your community. 
LADIES’ HOME JOURNAL - BETTER HOMES & GARDENS 
WOMAN'S HOME COMPANION AMERICAN HOME 
PARENTS’ MAGAZINE TRUE STORY 
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WATER SYSTEMS 


MEET THE DEMANDS OF 
WAR-TIME EMERGENCY 












For shallow wells, this stream- 
lined ‘‘Bullet’’ model is com- 


, ‘ , Si ient. 
New multi-stage centrifugal pact, simple and efficien 


pump has automatic adjust- 
ing valve for varying depths. ‘ 


Efficient, dependable operation of F & W ejector water systems is based on simplified 
design, and quality manufacture. Providing continuous satisfactory service, with a 
minimum of attention, these systems are helping to meet the urgent need for “more 
water to raise more food.” 

Back of F & W ejector water systems is an experience of 79 years in the manu- 
facture of pumps. The advanced engineering and exclusive features which achieve 
greater dependability in these systems, are thus based upon more than three-quarters 
of a century of technical progress and practical service. 

In the manufacture of F & W systems experienced operators have the advantage 
of the latest improved mechanical equipment. Maintenance of quality over a long period 
of years has resulted in many thousands of satisfied users—a vast reservoir of good will, 
an established acceptance of F & W products which means profit to dealers. 
is diet dh Because they are essential equipment for the vital war-time 

ane job on farms F & W water systems are now being distributed as 
war Bsonps quitably as possible, and under the established priority regulations. 


— FLINT & WALLING MFG. CO., INC. 


STAMPS 
988 OAK ST., KENDALLVILLE, INDIANA 
kKeekek* 
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Two pipe system for medi- 
um deep wells with 4-inch 
or larger diameter well pipe. 
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Pe “Block Buster” ad- 
vertising campaign to reach millions 
of consumers via newspapers, maga- 
zines and radio will help you sell 


HEETSAVER GUMMED , 
WEATHERSTRIP TAPE /- 


*Prevents wind and draught leaking through cracks between 


window sash and frame Dp” 
aseals 14 HER? ipa out OOF 

It’s a red hot item which sells on sight 
because it helps people keep warm and 
save fuel despite rigid ration rules. Avoid 
mid-season shipping delays. Order today/ 
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60-ft. rolls list for aor 150-ft. rolls list for SOF 
Available in White, Buff and Brown 


*HEETSAVER Weatherstrip TAPE proved 100% effective in preventing wind 
leakage in tests conducted by a national Testing Company. Details upon request. 










33 1/3% more effective than DEAL “A"—Expires Oct. 1, 1943 









storm sash. These kits contain 12—60-ft. rolls — Retails $3.00 
everything but the glass... 12—-150-ft. rolls—Retails 6.00 
HEETSAVER TAPE, holding FREE 2-150-ft. rolls—Retails 1.00 
cleats, nails, HEETSAVER Re- Total Retail Value........ $10.00 
mover and accurate creasing YOUR PRICE ONLY... $6.00 
device. Enough for 12 30x40 Assortment includes 6 white, 3 brown and 







3 buffs in both sizes. Free goods all white. 


sashless storm windows. FREE SELLING AlDS—Counter di rd 
List... $1.00 window streamers, circulars. splay card, 


SOILICIDE LABORATORIES, monrciair, N. J. 
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SWORDS for the home fronts 


More wheat and meat from the farms — more lumber 
from the forests — more assembly parts from the small 
machine shops— more auto, tractor and implement 
repairs ... all are critical needs for the war effort. , 

The equipment used in these industries is getting 
severely worn. Replacements are falling behind. Thus, 
keeping old machines going calls for more repair tools. 
Files especially. 

The hardwareman is near many of these scattered 
“home fronts”—knows best where files are vitally 
needed. Working with a Nicholson jobber keeps you 
in touch with the largest manufacturing source of 
supply in the land—and enables you to offer your 
customers unexcelled quality and value in Nicholson 
and Black Diamond brands. 


NICHOLSON FILE COMPANY ¢ PROVIDENCE 1, R.1., U.S.A. 
(Also Canadian Plant, Port Hope, Ont.) 
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ANTI-AIRCRAFT 
SHELL FUSE 
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SD FORGINGS 
PUL TANK 
FOR ARMY KITCHENS 


SPERRY GYROSCOPE STATOR 











PURALATOR FOR TANKS 


FIRST AID KITS 


APaTA 


PARACHUTE HARNESS FORGINGS 
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INCENDIARY BOMB 
BATTLESHIP WIRING 


Go — caw mo 


AUTOMATIC SCREW MACHINE PARTS 


* 





STANLEY FOOD CONTAINER 
STANLEY 2 GALLON JUG 








STANLEY 2 QUART BOTTLE 


ARLY IN THE WAR, 

Universal’s experienced 
manpower and plant capacity 
were mobilized to speed Vic- 
tory. Many products regularly 
produced for civilian use such 
as kitchen utensils, meat chop- 
pers, vacuum bottles and jugs 
were immediately put into 
production for the Army and 
Navy. 

Long before the manufacture 
of electrical appliances was 
stopped by Government order, 
much of Universal’s capacity 
had been shifted to war prod- 
ucts such as gun forgings, shell 
fuses, incendiary bomb parts, 
first aid kits, mess kits, canteen 
cups and one large manufac- 
turing unit was being entirely 
re-tooled for the precision man- 


ufacture of anti-aircraft gun 
mounts. Today, Universal is 
nearly 100 per cent in war work. 

A hundred years of experi- 
ence in metal-working pro- 
duces miracles in time of war. 
But even with this background, 
Universal industrial designers 
and production engineers have 
added much to their store of 
knowledge by meeting the 
many tough problems posed 
by the manufacture of war- 
time items. 

After Victory, Universal will 
be ready with new precision 
high speed equipment, trained 
craftsmen and still more “know 
how” to turn out the many 
new household appliances al- 
ready on the drawing boards 
of our designers. 





| THE TRADE MARK KNOWN IN EVERY HOME | 


ELECTRIC APPLIANCES * VACUUM CLEANERS © ELECTRIC RANGES * WATER HEATERS © CUTLERY 
HOME LAUNDRY EQUIPMENT + VACUUM WARE + LANDERS “OPEN TOP” CARPET SWEEPERS 


LANDERS, FRARY AND CLARK 


vi 


SURGICAL KNIFE 


UTENSILS FOR ARMY FIELD KITCHENS 





* NEW BRITAIN, CONN. 








KITCHEN UTENSILS FOR TRAINING CAMPS 
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Just What Is the 
Hardware 
Outlook?— 


From all parts of the coun- 
try, both wholesale and retail 
hardware men have been hung- 
rily seeking information about 
merchandise. How much and 
what could they expect for the 
remainder of the year? What 
about 1944? Will more sub- 
stitutes or simplified lines be 
available? What about post- 
war plans for goods to be dis- 
tributed th rou gh hardware 
channels? Will manufactur- 
ers whose major distribution 
policy was wholesaler to retail- 
er to consumer resume on that 
basis? Just what are the an- 
swers to these vital questions? 
Naturally, the answers will 
vary, but even some “slight 
ray of hope” will be appreci- 
ated by distributors. They are 
literally hungry for the an- 


swers, and so HARDWARE AGE 
has asked a group of manufac- 
turing executives to provide 
this highly desirable informa- 
tion. On the pages immedi- 
ately following these editorial 
comments are some very inter- 
esting and informative respon- 
ses from a wide variety of 
sources. Some expressions are 
decidedly hopeful, others only 
slightly encouraging and a few 
are admittedly on the discour- 
aging side. Nevertheless, these 
are first hand opinions given 
freely for the benefit of our 
readers, who will, we are sure, 
appreciate the spirit of friend- 
liness and helpfulness which 
prompted these executives to 
comment for publication. 


Or ganization to 
Fight the Co-ops:— 


Two weeks ago a group of 


trade association representa- 


tives met in Chicago to discuss 
the formation of an organiza- 
tion which would endeavor to 
eliminate certain unfair com- 
petitive advantages enjoyed by 
consumer-cooperative distribu- 
ting units. It was the purpose 
of this proposed organization 
to urge regular business taxa- 
tion on manufacturing, whole- 
saling and retailing operations 
of the “Co-ops” in place of 
their present day exemptions 
and privileges which come 
from federal, state and county 
governments. Whether or not 
such a new association is prac- 
tical, or whether or not it will 
get under way, we do not know 
at present. But we do know 
that the announced purposes 
are proper and merit support. 
If the “Co-ops” are going into 
business they should face the 
same tax obligations as inde- 
pendent stores. They should 
not be given any special con- 
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sideration that gives them an 
operating costs advantage, 
when, obviously, such an ad- 
vantage must come from gov- 
ernment tax funds supplied in 
part by the very business firms 
that “Co-ops” seek to elimi- 
nate. 


OPA Reorganiza- 
tion Making 
Headway :— 


Ever since former Senator 
Prentiss Brown, OPA Admin- 
istrator, appointed Chester 
Bowles as general manager of 
that agency, good progress has 
been made. This is especially 
true from the personnel stand- 
point. Each day brings some 
news of transfers, replace- 
ments, etc., and each move 
records the appointment of 
men whose practical business 
background looks encouraging 
to those who must struggle un- 
der OPA rules. Simplification 
of rules, regulations and paper 
work should be next and with 
more practical key men on the 
various important posts of 
OPA such reform may be ex- 


pected——and, we hope, soon. 


In the Interest of 
Small Business:— 


There have been various ac- 
tivities, governmental and pri- 
vate, intended to relieve the 
plight of “small business.” 
Several new trade associations 
have been started on _ this 
theme, one or two on a semi- 
national basis. But until very 
recently all such talk of “help- 
ing small business” was geared 
to aid for smaller manufac- 
turing plants and gave little or 
no consideration to the even 
more pressing problems of 
small retailers, who in every 
field constitute the numerical 


majority by a wide measure. 
Representative Wright Patman 
has been very much interested 
in this problem and is current- 
ly chairman of the Committee 
on Small Business of the House 
of Representatives. Having 
been identified for many years 
with legislative efforts to aid 
smaller retailers, Mr. Patman 
will not likely neglect this very 
important phase of the prob- 
lem. In fact, his most recent 
public statements relative to 
this work indicate that he has 
small retailers very much in 
mind. This comes under the 
heading of “good news.” 


What Is a Small 
Retail Business?— 


In recent weeks, I have talk- 
ed with representatives of two 
so-called “small business or- 
ganizations.” Their ideas 
about what constitutes a small 
business do not jibe with my 
own views. One of them held 
a small business to be any 
business doing not more than 
$200,000 sales a year, carry- 
ing not more than $50,000 in- 
ventory or employing not more 
than 50 persons. His idea was 
that a business was small if it 
qualified under, any of these 
three points. In retail hard- 
ware circles (and in fact in 
practically all retail fields) 
the three figures suggested are 
a long way from the averages 
to be found in small retail 
stores. My idea of smaller 
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business, where some aid is 
vitally needed, would be stores 
with less than $30,000 annual 
sales, less than $5,000 inven- 
tory or less than three employ- 
ees. If organizations designed 
to aid smaller businesses are 
to merit support from retail 
stores, and be in a position to 
render such dealers some aid. 
their gages for declaring elig- 
ibility to the small business 
group must be brought down 
to smaller numbers. 


Many Congressmen 
Learned What the 


Home Front 
W ants:— 


From various sources in 
Washington comes the report 
that many vacationing Con- 
gressmen received valuable. 
first hand suggestions from 
local constituents, suggestions 
that they accepted and brought 
back to Washington for further 
consideration. This is a good 
healthy sign and should be 
more wide-spread. Presum- 
ably, Congress will have a 
holiday recess about Christ- 
mas time. This will give citi- 
zens back home another oppor- 
tunity to “talk turkey” to their 
elected public servants and to 
really give members of both 
houses direct evidence to use 
in debate and law-making 
negotiations. Members of Con- 
gress are not mind readers. If 
citizens don’t like what is be- 
ing done for the home front, 
they should be more articulate 
and tell their opinions to Sena- 
tors and Representatives. The 
squeaking wheel gets the 
grease. The more articulate 
citizens and groups get the at- 
tention. Bear this in mind and 
plan now to contact your law 
makers when they come home 
for the winter holidays. 
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AD’S overseas . . . the car’s sold . . . and she and mom are 

going to fix over the garage into a winter shelter for the 
chickens they bought last spring. Little Miss knows where to go 
for supplies . . . and friendly advice. She’ll have the nails, possibly 
a gratis offer of some odd lengths of chicken wire from the cellar, 
and maybe a page from a poultry paper showing how to use an 
old oil stove as a heating unit for a chicken house. 

Hardware men are “good neighbors’? — and every community 
would be the better for more of such merchants. 

Someday, grown-up Little Miss will be furnishing her own 
home with utensils and appliances from the very same store. For 
there’s no greater off-hand expert at making long-term customer- 
friends than the local hardware man. 

Investigation would probably show that an ILCO salesman, 
given the choice of selling-lines and classes of customers, would 
stick to his first choice — selling ILCO Products to America’s 
hardware merchants. 


* * 


WPB-547 Preference Rating Application Form will help wholesale and retail 
sales organizations to obtain priority assistance on certain essential types of 
supplies. We will gladly aid you toward interpreting priorities and early 
delivery of supplies for essential sales. , ° 


Independent Lock Company 


Fitchburg, Massachusetts 
Branches in All Principal Cities 








SECURITY 


SEPTEMBER 30. 


1943 


HARDWARE 


BY ItLCO HAS GONE TO WAR 





This Is the Hardware }0 


4 ARDWARE AGE has received numerous urgent in- 

quiries from hardware wholesalers and retailers 
manifesting a positive hunger for information regard- 
ing available merchandise and factory conditions af- 
fecting their various sources of supply. Universal 
among these questions for which they sought some 


“ray of hope” were the following: 
What can they expect from our sources of supply 
with or without priorities? 


What merchandise and in what quantity will be 
shipped to them during the remainder of the year and 


in 1944? 


Will substitute or simplified lines be available? 


What are post-war plans for supplying merchan-_ 
dise to wholesale-retail hardware trade channels? 


Hardware Age has submitted these questions to a 
selected list of manufacturers throughout the country. 


HERE ARE SOME OF THEIR ANSWERS: 


“Unrated orders will have to 

continue to wait the completion 

of all rated orders . . . Every 

effort has been made to fill 

orders and we shall continue 

doing so to the best of our 
ability.” 


by J. T. Boone, Sales Manager, 
Animal Trap Company 
of America, 
Lititz, Pa. 


Although the picture as to future 
supplies of materials for increasing 
fourth quarter production of traps 
is not settled, WPB’s favorable ac- 
knowledgment of request for such 
increased supplies gives reason for 
some optimism. The company has 
on hand a great many orders rated 
A-1-A, AA-5 and higher and some 
unrated. This backlog of orders has 
consumed all of the steel alloted 
under recent allocations. Increased 
third quarter allotments will be help- 
ful in supplying traps on rated 
orders, provided additional material 
can be purchased from the mills 
within the time limits set by applica- 
ble regulations. 

Unrated orders, now on hand or 
received later on, will have to con- 
tinue to wait the completion of all 
rated orders. According to Priority 
Regulation No. 1 all orders bearing 
the same rating must be scheduled 
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for shipment according to the date 
that we receive the customer’s rating. 
Some customers, under the impres- 
sion that priority ratings are no 
longer necessary for traps, are re- 
questing allocation of merchandise 
on the basis of past purchases, which 
cannot be accomplished. 

In the past, every effort has been 
made to fill orders and we shall con- 
tinue doing so to the best of our 
ability. Every effort is being made 
so that each custémer will receive 
his full allowable share of traps in 
line with his priority and our pro- 
duction and shipping facilities. 

The Canadian trade is supplied 
from our factory at Niagara Falls, 
Ontario, Canada, where we find, that 
aside from having been obliged to 
discontinue certain sizes of steel 
traps and special items, production 
is more nearly normal than in the 
United States. 

* * * 
“In a better position to take 
care of our distributors than we 
have been in a long time.” 


by Sanford S. Vaughan, Pres., 
Vaughan & Bushnell Mig. Co., 
Chicago, Ill. 


As conditions stand today we are 
in a better position to take care of 
our distributors than we have been 


in a long time, and in our opinion 
the situation is going to continue to 


improve. 
* ~*~ & 


“It is impossible for us to fill 
any orders not carrying a 
priority.” 
by Elliott C. Paddock, 
General Sales Manager 
The Corbin Screw Corp., 
New Britain, Conn. 


The manufacturing facilities ol 
vur entire industry are taxed to the 
utmost. No longer is it possible to 
make prompt shipment from a well 
rounded inventory. The majority of 
orders are filled from production as 
it comes through the plant. 

Our customers can be of great as- 
sistance in keeping to a minimum 
their requests for delivery promises. 
Many buyers repeatedly send us ex- 
tensive lists covering the majority of 
their open orders with the request 
that we review them, giving the 
latest delivery information. This 
consumes time that should be used 
in executing the orders and follow- 
ing emergency requirements. 

Many of the orders in question 
have had delayed delivery due to 
their carrying very low priorities. It 
is next to impossible to estimate 
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what deliveries could be given on 
these orders as we cannot correctly 
forecast what top priority orders will 
come through and have to be given 
preference. 

It would be a great assistance if 
the buyers or their expediting de- 
partments would review their old or- 
ders, cancel out the small miscel- 
laneous open items, and re-rate 
wherever possible. I am convinced 
that there are thousands of open 
orders that should be cancelled. 
Why not clear the decks today thus 
minimizing this tremendous job at 
“V” day. 

Inasmuch as all of our raw mate- 
rials must be purchased with top 
priority ratings under C.M.P. regu- 
lations, it is impossible for us to fill 
any orders not carrying a priority. 

We have greatly expanded our 
manufacturing facilities which has 
reflected in steadily mounting pro- 
duction month by month. This will 
place us in a very advantageous 
position at the termination of hostil- 
ities. 

x * * 


“Can only ship goods on pri- 
orities.” 
by W. T. Read, Pres. and Treas. 
Morse Twist Drill & 
Machine Co., 
New Bedford, Mass. 


On such tools as we manufacture 

-metal cutting tools consisting of 
twist drills, reamers, cutters, taps, 
dies, etc., we can still only ship 
goods against priorities and, in fact, 
are forbidden by the authorities to 
do otherwise. 

We are, however, much closer up 
on our backlog than we have been 
for well over a year and, in fact, 
have in many instances goods in 
stock available for prompt shipment. 
In addition to this, we know that 
there are tremendous overstocks in 
certain spots of tools such as we 
manufacture which may or may not 
be absorbed in other directions. 
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However, the distributors who, in 
our opinion, will fare the best will 
be those who are entirely familiar 
with the needs of the communities 
which they serve and keep their 
stocks in condition to give the best 
service available, not depending on 
manufacturers’ shipments of the cus- 
tomers. 

* * * 
“Hoping to make prompter 
shipments on orders of steel 
and leather handled hammers 
and hatchets in the AA 
bracket.” 


by Ernest Estwing, 
Estwing Mtg. Co., 
Rockford, IIl. 


We are hoping to make prompter 
shipments of the Estwing “Unbreak- 
able” steel and leather handled 
hammers and hatchets on orders in 
the AA bracket within one or two 
months. Then we intend to resume 
making other styles and sizes in our 
line as allowed by the War Produc- 
tion Board. In other words, we are 
hoping in about six months to fur- 
nish a_ better assortment more 
promptly—governed by regulations 
from Washington. We expect to be 
producing in the black war finish 
for the next six months, but will be 
watching the first opportunity to 
attain our normal line as soon as 
possible. 

* * * 
“Before the whistles stop blow- 
ing on Victory Day we'll be in 
production on our regular line.” 
by E. J. Tower, 
Merchandising Manager 
Master Lock Company, 
Milwaukee, Wis. 


We at the Master Lock Company 
have been exerting every available 
bit of time and effort on the manu- 
facture of our standard line of pad- 
locks—practically the entire produc- 
tion of which has been taken by our 
distributors on high priority orders 
to satisfy the needs of the war effort. 


We feel, however, that the time has 
been reached when a certain amount 
of essential civilian padlock protec- 
tion must be furnished if the se- 
curity of the war program is not to 
be endangered. 

While no one wants to deprive our 
soldiers and sailors of the padlocks 
they need, we have very strongly felt 
the existence of a similar need to 
get padlocks into the hands of inde- 
pendent retailers for essential civil- 
ian use, and the government has 
made this possible at least in a limi- 
ted way, through WPB-547 (PD- 
1X). The job is a tremendously 
slow one but it goes without saying 
that we are firm believers in the in- 
dependent jobber-dealer system of 
distribution and shall continue to do 
our utmost. Whatever happens, it is 
safe to say that before the whistles 
stop blowing on Victory Day we'll 
be in production on our regular line 
for the home-owned hardware stores. 


* * * 


“Will allocate available pro- 

duction on scissors, shears and 

pinking shears. Some pruning 

shears should be available. No 
gift sets this year.” 


by B. E. Bostwick, 
J]. Wiss & Sons Co., 
Newark, N. J. 


Our 1943 production of shears, 
scissors, and pinking shears is con- 
siderably less than the 1942 or 1941 
output. The bulk of this reduced 
production has gone to the armed 
services and to war industry. The 
remainder available for civilian dis- 
tribution has been sold only on dis- 
tributors’ priorities. 

Ratings have now been discon- 
tinued with respect to shears, scis- 
sors and pinking shears, except those 
emanating from the government. 

As a result, starting Sept. 1, 1943, 
any production available will be al- 
located among our customers based 
on a percentage of their purchases 
in the last six months of 1941. We 
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hope to make this percentage 40 per 
cent of the dollar amount. Some 
classifications like regular shears are 
critical and will be available, if at 
all, in very limited quantities. 

Tinners’ snips (hand service 
tools): Ratings continue in effect 
for snips. AA-5 or better is required. 
PD-1X, now WPB-547, can be used 
to secure ratings. 

Some Wiss pruning shears will be 
made and should be available on 
orders supported by ratings of AA-5 
or better. Grass and hedge shears, 
at this writing, are discontinued by 
W. P. B. order. Application for a 
rating should be made on WPB-547 
and sent to Washington. 

Gift sets—There will be none this 
year. 

The complicating factor is that 
while our production is curtailed. 
our customers can use two or three 
times their consumption in 1941. In 
fact, what normally might last a dis- 
tributor three months is now in many 
instances disposed of in two days. 
The result is that a quota of 40 per 
cent, which represents merely a 
hope on our part, is actually but 20 
per cent, and probably less. of the 
needs of the trade. 

It is too early for us to give any 
indication of what may be available 


in 1944, 


“Large, potential post-war de- 
mand accumulating. We shall 
endeavor to meet it.” 


—by Forbes Sargent, 
First Vice-President, 
Sargent & Company 
New Haven, Conn. 


Sargent & Company recently is- 
sued a catalog showing the hard- 
ware items they are now allowed to 
manufacture under the various limi- 
tation orders. Naturally, the de- 
mand for all Government require- 
ments comes first, and the goods 
shown in that catalog may not be 
applied on orders unless accom- 
panied by priority ratings. The 
higher the rating the better chance 
we have had to get materials, and 
while there may have been some de- 
lay in making shipment, we have 
thus far been able to take care of 
all priority orders received from our 
customers. 

The fact that our customers have 
been able to obtain from WPB rea- 
sonably high priorities indicates that 
Washington is well aware of the 
importance of the hardware indus- 
try to the economy of the country in 
war as well as in peace. This augurs 
well for the future. When controls 


26 


and limitations are eased as the war 
needs diminish, we expect some of 
the merchandise carried by hard- 
ware dealers to be among the first 
items released. 

More than a year ago, we began 
to issue to our customers lists of 
goods in stock that we are not al- 
lowed to replace during the war, 
but which we may ship from stock, 
and these lists have been revised 
monthly for the convenience of our 
customers. 

With a view to post-war prospects, 
it becomes more evident daily that a 
large potential demand is accumu- 
lating, and we shall endeavor to 
meet it with all of our resources. 

In the meantime, we have been, 


immediate shipment of all orders. 
Shipments are made in accordance 
with preference ratings and date on 
which order is received. We are 
doing our utmost to take care of 
our customers throughout the coun- 
try. 
* * * 


“We are getting orders from 

jobbers (with proper priority 

ratings) and are filling such 
orders.” 


by Clarence B. Noelting, 
Faultless Caster Corp., 
Evansville, Ind. 


It seems that if hardware jobbers 
or dealers file a PD-1X form with 
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and still are, engaged in studying 
our product, to refine it where we 
can, to eliminate goods that have be- 
come obsolete or are about to be- 
come so, and to add new products 
that appear to be desirable. 


*& *% ” 


“Have an adequate line of 

equipment available on prior- 

ity orders with preference rat- 
ing of AA-3 or better.” 


by J. L. Smith, 
Seymour Smith & Son, Inc., 
Oakville, Conn. 

The war program, of course, has 
had serious effects on our manufac- 
turing. Grass shears and hedge 
shears have been eliminated entire- 
ly, due to War Production Board re- 
strictions. Due to shortage of labor 
and materials, our line of pruning 
equipment has been cut down sub- 
stantially. However, we have retain- 
ed and have available now an ade- 
quate line of such equipment which 
is available to the hardware trade 
on priority orders with preference 
rating of AA-3 or better. Quantities 
are naturally limited because of 
shortages in material and labor, but 
we are doing our utmost to turn out 
greatest possible production in or- 
der to take care of all possible re- 
quirements of farmers, fruit grow- 
ers, etc., throughout the country. 

We have prepared a folder show- 
ing our limited line of pruning and 
tree trimming equipment which is 
available to both wholesale and re- 
tail trade and we will be glad to 
send copy of it to anyone interested. 

We are not in position to make 


the WPB, they can obtain an AA-5 
priority rating on household casters, 
and an AA-4 rating on industrial 
casters. On household casters, we 
can furnish either a maple or a steel 
wheel and, in the 15% and 2 in. sizes. 
our Plaskite wheel. On industrial 
casters we can furnish either Plas- 
kite or semi-steel wheels, either 
swivel or rigid with either plain or 
roller bearing wheels. 

So it would appear that dealers 
and jobbers, so far as our line is 
concerned, are not too badly off—in 
fact, we are getting orders from job- 
bers every day with these or better 
ratings on them and we are filling 


such orders. 
* ¥* * 


“Our policy is going to have to 
be that we shall continue ‘in the 
Army.’ oe 


by A. G. Andrews, Vice-Pres., 
The Washburn Company, 
Rockford, IIl. 


It is a bit unfortunate that there 
should be a great deal of misin- 
formation in the daily press con- 
cerning the possibility of early re- 
sumption of civilian business. My 
own frank opinion is that we shall 
not see any change in our civilian 
goods situation for the balance of 
this year. I say this because I know 
what the tendency of steel supply is 
and I know that is also true of other 
critical materials. I refer particular- 
ly to steel because, as you know, our 
lines are made practically entirely 
of critical material. 

Until the war is more nearly “in 
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the bag” than is the case at the 
present time, I think the policy of 
The Washburn Company will have 
to continue and we shall have to 
stay “in the Army” until such a 
time as we can come back home 
with a feeling that from that point 
on we can be consistently and in- 
creasingly engaged in peace time 
operations. 

Naturally, we would like nothing 
better than to be able to spend the 
energy, time and money that we are 
spending today on war materials for 
the development of our peace time 
pursuits. On the other hand, we 
have cast our lot with the job of do- 
ing our direct part toward winning 
the war and until we can see a 


time have been able to whip it, by 
first hiring women, second, getting 
part time help, and least of all, but 
not last the executives of our or- 
ganization have worked many hours 
overtime in the production of our 
product. 
*% * ¥* 
“We will not have very much 
to offer to the trade until the 
war is over.” 


by G. A. Allendorf, Mgr., 
Giant Grip Mfg. Co., 
Oshkosh, Wis. 


We operate a drop forging plant, 
and our schedules are entirely taken 
up by war production. You are”ad- 
vised, however, that our general line 
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clear change in the situation, our 
policy is going to have to be that we 
shall continue “in the Army.” 

Wish there was something more 
reassuring I could say, but believe 


there isn’t. 
* * * 


“We believe that we will be 
able to supply our accounts 
with as much or more merchan- 
dise the remainder of this year 
and the first part of next year 
as we have in the past year.” 


by R. R. Osborn, President, 
Turnbuckles, Inc., 
Chicago, IIl. 


We are a small company in a 
small industry, the production of 
malleable iron hardware type turn- 
buckles, but I believe we have the 
same problems on a smaller scale as 
the large companies in large indus- 
tries, 

We have every reason to believe 
that we will be able to supply our 
accounts with as much or more mer- 
chandise the remainder of this year 
and the first part of next year as we 
have in the past year. We are not 
planning any substitute merchan- 
dise, although we found it necessary 
some time ago to change the finish 
of our product to conform to gov- 
ernment rulings on plating. 

The big question, is that of labor. 
Every manufacturer we talk to has 
this subject uppermost in his mind. 
and no doubt this is the real bottle- 
neck in production in every plant 
today. We have had this problem 
also. in our small way. but up to this 
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is horseshoes and pitching shoes; 
and while we are producing some 
horseshoes at this time, steel for this 
commodity has been rationed and 
we will not have very much to offer 
to the trade until the war is over. 
The pitching shoe line is entirely 
checked out, because steel may not 
be used for this type of product. We 
shall, however, place both lines in 
production as soon as the demand 
for war production ceases. Until 
that time we are not in a position 
to offer any encouragement in the 
way of supplying the trade with the 
two standard items in our line. 


* * * 


“Wholesale distributors cannot 

expect to receive any deliveries 

of our tools unless against high 
rated orders.” 


by Harry B. Curtis, Pres., 
Bridgeport Hdwe. Mfg. Corp., 
Bridgeport, Conn. 


Wholesale distributors cannot ex- 
pect to receive any deliveries of our 
tools unless against high rated 
orders, because we as manufacturers 
are ordered not to make any ship- 
ments of mechanics’ hand service 
tools unless against orders rated 
AA-5 or better, under General Pref- 
erence Order E-6. We do not expect 
any relaxation of the provisions for 
some time to come, certainly not for 
the balance of this year. 

Our production for this calendar 
year will be somewhat larger than 
for the year previous, but not ap- 
preciably because our manpower 
problem is so serious we find that 








we can only get production to a cer- 
tain point and not beyond. 

We have important contracts with 
Army Ordnance, Army Air Forces, 
Naval Aircraft and other divisions 
of the armed services, and these 
prime contracts, combined with a 
great many sub-contracts of neces- 
sity are requiring from 65 to 70 per 
cent of our production, while the 
balance is being distributed on the 
highest rated orders which we re- 
ceive from our wholesale distribu- 
tors. 

You ask about the percentage of 
our products which we are able to 
ship to distributors which are used 
for non-essential civilian purposes. 
but this does not apply to us, for 
under government regulations we 
must necessarily require high rated 
orders, which means that our tools 
are being distributed entirely for 
war needs or essential civilian 
activities. 

This statement would not be com- 
plete without brief reference to the 
fact that our plans for the situation 
immediately following the end of the 
war, look forward to a quick and 
comparatively easy conversion from 
the manufacture of tools for war to 
the manufacture of tools for the 
mechanic during times of peace.. 


* * * 


“Good possibilities for deliver- 
ies of friction tape. New line of 
plastic hose for next season. 
Rubber heels and nail-on soles 
deliveries difficult.” 


, by Walter H. Bieringer, 
Vice-President, 
Plymouth Rubber Co., Inc., 
; Canton, Mass. 


We have three departments in 
which the hardware trade is inter- 
ested: First, friction and rubber 
tape; secondly, plastic garden hose: 
thirdly, rubber heels and_nail-on 
shoe soles. With reference to fric- 
tion tape our regular wholesalers, 
we believe, can feel fairly certain in 
being able to get deliveries particu- 
larly on the No. 4 and No. 8 sizes. 
It might be good advice to them to 
discourage the No. 1 and No. 2 rolls 
because they are most difficult to 
manufacture under present condi- 
tions, although some of the smaller 
rolls are still being delivered but in 
limited quantities. 

With reference to plastic garden 
hose, we expect to have a complete 
new line ready for next season. Tre- 
mendous quantities of plastic garden 
hose were sold this past season 
without any priority regulations, 
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and we hope to be able to furnish 
some without priority for the com- 
ing season. Naturally, we do not 
know at this time what restrictions 
might be made between now and 
spring business, but we are hopeful 
that millions of feet of plastic hose 
will be shipped again. 

With reference to rubber heels 
and nail-on soles, these have been 
very difficult to deliver, due to the 
fact that the Army and Navy have 
kept equipment so very busy. We 
are not too optimistic as to our 
ability to deliver heels and soles in 
the near future for the hardware 
trade. However, as soon as the 
Army and Navy order less quantities 
of this, the hardware trade can 
look forward to getting products 
promptly again. 


os ” * 


“100 per cent war work. Are 
taking practical steps toward 
improvement of our line of 
sporting guns.” 
by Leonard Harrison, Adv. Mgr. 
The Marlin Firearms Co., 
New Haven, Conn. 


We do not have a sporting gun in 
stock and I don’t see how we will 
be able to manufacture any until 
the government permits us to pur- 
chase steel for such a purpose. 

Right now, we are 100 per cent 
on war work. Unless this war ends 
suddenly, we cannot offer much hope 
to the trade for supplying sporting 
guns next year. I can tell you, how- 
ever, that we are not letting any 
grass grow under our feet and we 
are taking some practical steps to- 
wards improvement of our line of 
sporting guns. 


* f * 


“Only prospective fly in the 
ointment is labor shortage.” 


by Robert W. Barrett, Gen. 
Mgr., William L. Barrett Co., 
Bristol, Conn. 


We expect the supply of hand 
tools, such as we manufacture, to 
continue sufficient for essential cur- 
rent needs, but no more. Enough 
material is being allocated for civil- 
ian needs, machinery is plentiful, 
and the only prospective fly in the 
ointment is the labor shortage. 

I am firmly convinced that this 
shortage is very largely artificial, 
arising almost entirely from the 
scandalous waste and deterioration 
of manpower in the large plants 
working on direct war contracts. 
Saboteurs, under cover of union 
rules, forbid more than 25 per cent 
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of possible production. And to pre- 
pare a defense against renegotia- 
tion, management tacitly approves 
the slowdown. To attract more peo- 
ple to the payroll, higher wages and 
less work are guaranteed by these 
renegotiation conscious plants. 


As a result, it is becoming increas- 
ingly more difficult to maintain pro- 
duction in honest plants with honest 
workmen and honest selling prices. 


e * * 


“Simplifying output and cutting 
out all slow selling numbers.” 


by Frank Kinch, Pres.-Treas., 
Mayes Brothers Tool Mtg. Co., 
Port Austin, Mich. 


We are simplifying our output to 
meet present demands of trade and 
are cutting out all slow selling num- 
bers. To simplify them, we have is- 
sued a small war catalog showing 
such numbers we can supply to the 
trade. 

We have numerous inquiries ask- 
ing what we can supply now—the 
above answers this question. How- 
ever, it is impossible to supply all 
at one time. We have high rated 
orders which must come first and 
lower ones in their order. We can 
supply orders that have no rating 
but they must wait until rated or- 
ders are filled. 

Then, we are asked, “How soon 
do you expect to be in full civilian 
production?” Our answer is just as 
soon as materials are released. 

Again, we are asked, “Have you 
decided on the assortment of mer- 
chandise you will manufacture after 
the war?”, our answer is: a full line 
of aluminum and wood levels — 
masons, carpenters, machinists, plas- 
terers, millwrights also hawks, floats, 
cement tools, edgers, groovers, joint- 
ers, darbies, etc. 

We, as all manufacturers are 
handicapped by shortage of skilled 
labor. Many of our men have an- 
swered the. call and we have to train 
new hands to do our work. 

This happens all along the line. 
In placing our orders for supplies, 
we have to wait 60 to 90 days for 
shipments. We keep a complete 
check on our requirements and place 
orders 60 to 90 days ahead. 

We want the trade to know we 
are doing our very best to supply 
them. 





“We have substituted merchan- 
dise wherever possible to en- 
able the distributor to get 
goods to sell . . . The simplifi- 
cation of lines has not mate- 
rially helped shipments.” 


by K. W. Atkins, Vice-Pres. 
in Charge of Sales, 

E. C. Atkins & Company 
Indianapolis, Ind. 


I believe we will soon see the day 
when the demands of the armed 
forces will slack up, especially on 
such items as hardware. The sup- 
ply of steel should be increased suf- 
ficiently to enable manufacturers to 
make more for the civilian trade. 

We have substituted merchandise 
wherever possible to enable the dis- 
tributor to get goods to sell. The 
simplification of lines, however, has 
not materially helped shipments; 
this much to our surprise. Natu- 
rally, it has helped some, but no- 
where near to the extent that we 
had figured. 

I believe it would materially help 
the manufacturing industry if some- 
thing could be done in 1944 to en- 
able all of us to anticipate farther 
ahead. In other words, jobbers are 
not able to buy in advance, and 
manufacturers are not able to manu- 
facture in advance of the now 60- 
days period. There are certain sea- 
sonable items, for instance, that we 
would start making up now for next 
spring shipments and would be re- 
ceiving jobbers orders for same. 
The same applies to next spring on 
fall shipments. A better balanced 
buying and manufacturing system 
would, we believe, be reached if the 
allotment period were lengthened, 
especially on some items. 


* * * 


“The cupboard is now almost 
bare. Our dealers will have to 
service their customers’ needs 
with L-236. Permitted Products.” 


by Hobart J. Hendrick, Pres., 
The H. B. Ives Co., 
New Haven, Conn. 


As you probably appreciate, the 
production of many items of Ives 
hardware was curtailed very early 
in the game as Copper Conservation 
Order M-9-c, which prohibited the 
production of all the solid brass and 
bronze hardware items we normally 
specialize in, went into effect very 
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shortly after Pearl Harbor. We con- 
tinued to produce all iron and steel 
items, however, until they too were 
curtailed by Limitation Order L-236. 
At the present time, our production 
of hardware is entirely confined to 
the list of products permitted by 
this order, although we are still al- 
lowed to ship from finished stock 
other items in our line that we hap- 
pen to have on hand. 

Fortunately, prior to the war, we 
had always carried very heavy in- 
ventory of finished hardware in or- 
der to give satisfactory service to 
our customers. As a result, these 
stocks have served both of us well 
during the present emergency. Un- 
fortunately, however, the cupboard 
is now almost bare. Consequently, 
our dealers will have to service their 
customers’ needs with L-236 Permit- 
ted Products. 

At the present time, we are very 
busy in our manufacturing organ- 
ization as it is devoted almost entire- 
ly to the production of war prod- 
ucts. At the same time, we are 
maintaining an organization that will 
be ready to resume hardware manu- 
facturing as soon as peace comes. 
Naturally we fervently hope this day 
may not be far off. 


* * * 


“No orders without a priority, 
will require remainder of year 
to fill present orders.” 


by B. W. Townsend, 
Painted Post, N. Y. 


First, I can accept no orders with- 
out a priority. In regard to what I 
can ship this year, I have orders on 
my books which will require the re- 
mainder of the year to fill. This is, 
providing I receive the balance of 
my material as promptly as I am at 
the present time, which is not very 
good. Materials come very slow, 
freight, etc., following in the same 
way. I have no substitute merchan- 
dise to offer. 

I think it advisable for the trade 
to place their orders for the first of 
next year, as they are filled accord- 
ing to their being booked. As to 
price, I cannot say; many of the 
materials used in the manufacture 
of the Townsend Wire Stretcher are 
being increased and how long, I will 
be able to maintain the present price 
is a question. 


“It is possible a single Victory 
model may be offered for the 
duration.” 


by P. J. Daniels, 
Manager, Sweeper Sales, 
E. R. Wagner Mtg. Co., 

Milwaukee, Wis. 


We are keeping in very close 
touch with current restricting orders 
affecting our product, including any 
revisions of those orders. We like- 
wise continue our experimenting and 
development of possible changes for 
improvement in the product, and for 
suitable substitute materials. Under 
the current WPB order, L 30D, it is 
possible a single victory model may 
be offered for the duration, or until 
further relief on critical materials is 
granted. 

When renewed production and 
distribution of sweepers is started, 
we, of course, will maintain a rigid 
allocation policy to old accounts or 
customers who were with us before 
sweeper production was stopped. 
We will continue to pursue our 
earnest efforts to re-establish pro- 
duction and distribution at the earli- 
est possible time, and of course, will 
notify the trade when this has been 
accomplished. 

From the above, you can appre- 
ciate that priorities have no stand- 
ing, regardless of their quality, until 
production is possible. 

We do continue to service all 
Wagner sweepers in use, and believe 
we will be able to maintain this ser- 
vice, although not as promptly as in 
normal times. Although Wagner 
sweepers are definitely a war cas- 
uality, and we are about 100 per 
cent war work at the present time, 
our sweepers will return to our 
many wholesale and retail friends as 
soon as possible. 


* * * 


“Facilities used for production 

of war materials. At present 

we are outlining our post-war 
program.” 


by H. G. Schact, Manager, 
Retail Sales, 
West Bend Aluminum Co., 
West Bend, Wis. 


The status of aluminum for civil- 
ian production has not changed. 
There has been no metal released 
and it appears as though this will 
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be the case until the emergency has 
lifted. The facilities of our plant 
are being used for the production of 
strategic war materials. 


It is our intention after the emer- 
gency to work very closely with the 
hardware dealer, and we are at pres- 
ent obtaining our program for post- 
war production. 

We are looking forward and an- 
ticipating the time when we can 
again supply our hardware friends 
with their aluminum cooking and 
gift ware requirements. 


* * * 


“Must have a priority of at 
least AA-3 to ship auger bits 
and expansive bits.” 


by W. R. Jennings, President, 
The Russell Jennings Mig. Co., 
Chester, Conn. 


At present we must have a priority 
of at least AA-3 in order to ship 
auger bits and expansive bits. We 
will make shipment of orders with 
such ratings as fast as our produc- 
tion will allow and whenever the 
labor situation changes so we can 
get sufficient help, it will not be long 
after that time before we can make 
shipments from stock. 


*% * * 


“Concentrated on war work. 
When the time comes our facili- 
ties can immediately be put 
back to work on door closers.” 


by W. J. Hodge, Vice-Pres., 
Norton Lasier Company, 
Chicago, Ill. 


Just a year ago we discontinued 
the manufacture of LCN Door 
Closers sp that our entire productive 
effort could be concentrated on war 
work. How well we have succeeded 
in our objective cannot be disclosed 
at this time. However, there are a 
few items in which you will be in- 
terested. 

New and more efficient machines 
were installed until today a large 
part of our operating equipment is 
less than two years old. When the 
time comes all of these facilities can 
immediately be put back to work on 
door closers. With the rapid strides 
our employees have made in oper- 
ating these machines on close toler- 
ance work they are in a position to 
produce LCN’s which will be far 
superior to any manufactured be- 
fore. 

The Norton Lasier Company here- 
by pledges, as part of the great 
production machine turning out vital 
war goods, that we shall not fail to 









meet the exacting schedules set for 
us; that we shall maintain the high 
standards of efficiency and “work- 
manship which we have developed 
in the past; that we will reconvert 
to our peace time product upon the 
cessation of hostilities just as rapid- 
ly as conditions will permit. 


” 7. * 


“Look for acute shortage of 
oil and gasoline cans for farm 
trade to continue. Sizes and 
models of oilers for farm and 
industry will be restricted to 
only most essential items.” 


by E. I. Fleming, Sales Mgr., 
Eagle Manufacturing Co., 
Wellsburg, W. Va. 


Oil and gasoline cans: Look for 
acute shortage to continue insofar as 
farm trade is concerned. Meager al- 
lotments of material being made to 
us at the present time represents 
less than 25 per cent of our normal 
requirements of material. With little. 
or no production for 18 months, job- 
bers’ and dealers’ stocks are ex- 
hausted and our present production 
represents less than 25 per cent of 
the normal replacements. The short- 
age on this line will become more 
acute. 

Oilers: For farm, industrial trade, 
etc. More material is being allo- 
cated to us for production of these 
items. Models and sizes will be re- 
stricted to only the most essential 
items. A critical shortage on this 
line should be alleviated early in 
1944. There will not be sufficient 
available for warehouse stocks as 
most jobbers will have the material 
sold before receiving their ship- 
ments. 

* * * 


“Post-war plans are in the ac- 
tion.” 


by E. K. Lucas, Sales Manager, 
Leyse Aluminum Company, 
Kewaunee, Wis. 


The aluminum we normally used 
for our Priscilla Ware is now flying 
block busters to Berlin, and we’re 
proud to contribute it. We do feel. 
however that we have a_responsi- 
bility to dispatch to our constant 
and established customers, and in 
this connection we are, and have 
been, serving them daily with over 
3000 products. 

When aluminum was drafted for 
the Air Corps, we immediately got 
into the market and lined up lines 
of merchandise that could be sold 
through our regular sales force to 
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our regular dealer clientele. These 
products are supplied by nationally 
known companies, distributed 
through our sales force and are of 
a quality that is in keeping with 
our own merchandise, when we are 
able to produce it. 

Post-war plans are in the action, 
as well as discussion stage and it 
will be a happy day indeed when 
we can flash the green light to our 
many dealer friends on Priscilla 
Ware. 

* * * 


“Unless new regulations are 
too drastic, we see no reason 
why we cannot fill the need of 
our customers as well as a 
large number of new accounts.” 


by Lester Williams, 
Consumers Glue Company, 
St. Louis, Mo. 


Unless new regulations are too 
drastic. we see no reason why we 
cannot fill the need of the custom- 
ers we have serviced in the past, 
as well as to supply a large number 
of new accounts who may have dif- 
ficulty securing like merchandise 
from their regular channels, or to 
new accounts who for various rea- 
sons, count on us as a second source 
of supply. We have steadily pre- 
pared for increased business that we 
felt certain would come our way. 

People are required to stay home 
much more, and the various defects 
about their property is noticed. 
Eventually they see the defect so 
many times, and with considerable 
time on their hands, and the want 
for something to do, they get a 
desire to make the repair before it 
get worse. 

This is helping to make home 
mechanics of many men and many 
women. 

In post-war planning we feel con- 
fident that these mechanics, self- 
made during these years, will be 
using home mechanic products for 
many years to come. 

With this in mind, we have con- 
stantly worked to the direction of 
increasing our products. During the 
year we have achieved our aim and 
see no reason why we should not 
carry on with at least a fair increase 
in business not only during the years 
of this war, but for a period of five 
years or more after the war. 





“We have kept all of our trade 
posted as to exactly what we 


could manufacture.” 


by W. S. Johnson, 
General Sales Manager, 
P. & F. Corbin, 
New Britain, Conn. 


We have attempted to keep our 
customers thoroughly conversant 
with the limitation orders and metal 
orders as they affect our products, 
and as far back as February of last 
year, sent out stock lists to the trade 
showing what finished stock mate- 
rial we had on hand, made prior to 
the Government restrictions on such 
material, which could be supplied 
without priority. They have taken 
advantage of this and used it to re- 
plenish their own stocks. 

We have also, since Limitation 
Order L-236 went into effect, kept 
all of our trade posted as to exactly 
what we could manufacture under 
this limitation order which, how- 
ever, necessitates priorities and in a 
good many cases an end use. 

* * * 
“All set in our post-war plans 
for supplying merchandise.” 


by F. L. McCabe, 
Swing-A-Way Steel Products, 
Chicago, Ill. 


Because we are working under 
Limitation Order L-30-D, we only 
get enough material to manufacture 
a few thousand can openers per 
month . . . and as a result, we are 
only able to allot a few thousand 
can openers for the west coast. 

We have constantly pointed out to 
the War Production Board the ci- 
vilian demand for wall type can 
openers. in order that the patriotic 
citizens may tie in with the demands 
of the National Salvage Board’s re- 
quest for every can being saved .. . 
but our efforts in trying to get more 
metal for wall bracket can openers 
from the War Production Board. 
have been in vain. 

We are all set in our post-war 
plans for supplying merchandise to 
our jobbers and dealers and just 
as soon as we get any relief of addi- 
tional metal, our friends on the west 
coast will be among the first to, get 
increased shipments alloted to them. 
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“Prevailing conditions preclude 
the possibility of any future 
predictions.” 
by G. P. Fagan, Hdwe. Dept., 


Patent Novelty Company, 
Fulton, Ill. 


Prevailing conditions, together 
with numerous WPB restrictive or- 
ders which are constantly being re- 
vised, amended, ‘etc., preclude the 
possibility of any future predictions. 

A substitute letter box was de- 
veloped from fibre board, the fibre 
is now covered by WPB restrictions 
with future deliveries uncertain. 

Extensive research has been con- 
ducted in the hopes of developing 
a priority free dust pan, for which 
there is a very pronounced existent 
demand. So far no suitable, priority 
free material, adaptable to dust pan 
production has been found available. 
Also corrugated shipping cases are 
a very critical commodity. 

We wish we might offer something 
encouraging for publication, but 
even the slightest note of optimism 
is expressed with our fingers cressed. 

* * = 


“Two full years after the énd of 

hostilities will be required to 

bring about a normal pre-war 
balance” (in padlock field). 


by W. Heywerd Smith, Pres., 
Slaymaker Lock Company, 
Lancaster, Pa. 


There are many factors to con- 
sider in regard to the supply of and 
demand for padlocks; but these can 
be put into three major groups. 

(1) Stocks of padlocks on the 
jobbers’ and dealers’ shelves are less 
than 10 per cent of normal (indeed 
most jobbers have absolutely none 
on hand). 

(2) Civilian demand for padlocks 
is at least twice normal in the 
U. S. A., and is without precedent 
in foreign countries that formerly 
looked to Great Britain, Germany, 
and Japan for their needs. To that 
must be added the millions of pad- 
locks urgently required by the Army, 
Navy, and other military forces. 

(3) Manufacturers of padlocks 
are limited in the amount of mate- 
rial allotted and are under the same 
handicap for manpower as industry 
in general. 

Working with this combination of 
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circumstances it is our belief that 
less than one fourth of the demand 
from jobbers and dealers is now be- 
ing satisfied, and that, in spite of 
simplification and standardization of 
lines, two full years after the end 
of hostilities will be required to 
bring about a normal pre-war bal- 


ance. 
* * * 


“Mutual understanding -is 

necessary to accept present 

condition and make the best 
of it.” 


by C. R. Getchell, Gen. Mgr. 
and Asst. Treasurer, 
North Wayne Tool Co., 
Oakland, Maine 


The problem of the agricultural 
hand edge tool manufacturer at the 
present time is based on the amount 
of carbon steel he can have alloted 
to him. The allocations are de- 
termined by the amount available in 
proportion to the quantities repre- 
sented by his ordinary consumption 
and the portion allowed to the food 
tool industry. 

His next step is to determine how 
to distribute his production equi- 
tably among his customers, the large 
important ones, the smaller, and the 
really small ones. The percentage 
system is “out” if everybody is to 
be remembered with at least a token 
shipment. Obviously, new custom- 
ers cannot be accepted, no matter if 
a long coveted competitor account is 
dangled enticingly. 

West coast customers must be con- 
sidered even though the freight 
equalization cuts deep into the mar- 
gin. It is a delicate situation and 
has to be handled with the firm reso- 
lution to see that the trade be sup- 
plied as fairly as possible with what 
is available. 

Orders that cannot be filled with- 
in the seasonal period should be re- 
turned with a frank statement that 
the material and manpower is not 
sufficient to take on increases in or- 
ders or new customers. 

It is not an easy thing to do and, 
human nature being what it is, there 
are bound to be repercussions later. 
It is better to be realistic, however, 
than to accept orders that cannot 
be filled without depriving one’s 
regular trade of a reasonable share 
of their usual take of the seasons 
output. 


It requires study and judgment to 
make an equitable disposition of the 
available production and a mutual 
understanding is necessary to accept 
the present condition and make the 
best of it, feeling that everything 
possible is being done to be fair and 


square. 
* % * 


“Can accept additional busi- 

ness for delivery in three 

months. Each order must be 
accompanied with rating.” 


by L. C. Watling, President, 
Woodenware Products Corp., 
St. Louis, Mo. 


We are still manufacturing and 
offering to our trade most of the 
items that we were making before 
the war, and many customers do not 
realize why we must ask for priori- 
ties, but it is all hooked up with the 
manpower situation. To prove our 
essentiality to either the defense 
effort, or civilian trade, we must ship 
nothing but rated orders, and we are 
gradually educating our better cus- 
tomers to the need of filing for these 
priorities. 

Ladders and ladder equipment are 
more essential than ironing tables, 
and in most cases carry a higher 
preference rating. It is for this rea- 
son that we have stepped up our 
production considerably on ladders 
in preference to the other items 
carrying the lower ratings. 

We can accept additional business 
for delivery in approximately three 
months, but each order must be ac- 
companied with a rating secured 
from the War Production Board 
through form WPB 547. 


Se & ©@ 


“Distributors should be able to 
get a fair supply of handles by 
using priorities available from 
essential industries they serve.” 


by Robert Gates; President, 

Turner, Day & Woolworth 
Handle Co., 
Louisville, Ky. 


The hickory handle industry has 
a considerable task in supplying 
handles for tools for war purposes. 
This demand has been both from 
the tool manufacturers for driving in 
the tools and from the procurement 
divisions of the Government for re- 
placement purposes. The handle 
manufacturers have been able to 
supply the requirements of these 
sources with little delinquency. For 
a time this class of orders was about 
the only ones received carrying high 
priorities, but as the stocks in the 
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hands of the distributors became ex- 
hausted, arrangements were made 
whereby priorities were given for 
such essential purposes as war in- 
dustries, logging, mining and lately 
for agriculture and railway mainte- 
nance. 

There are certain grades of han- 
dies that develop in manufacturing 
which do not meet Federal specifi- 
cations but which are serviceable. 
These grades constitute from 30 to 
40 per cent of production and have 
been available for regular distribu- 
tion, and have prevented a serious 
shortage. Lend-Lease purchases are 
having the tendency to broaden 
somewhat Federal specifications, but 
the fact that the jobbers now have 
available more priorities for our 
product, the distribution through 
regular channels should be main- 
tained. 

To the best of my knowledge, 
handle manufacturers have orders 
booked which will take their produc- 
tion of from four to five months, and 
this, as you know, is not a serious 
condition as compared to many 
other lines. 

To sum up the situation, the dis- 
tributors should be able to get a fair 
supply of handles by using the pri- 
orities which are available from the 
essential industries which they serve, 
at the same time being able to se- 
cure a reasonable supply, particu- 
larly of the lower grades without 


priorities. 
* * * 


“Can supply dealers with new 

and factory-reconditioned floor 

sanders for rental purposes. 

Can supply all repair parts for 
all models.” 


by W. L. Lundbery, 
Mgr., Sales Division, 
Clarke Sanding Machine Co., 
Muskegon, Mich. 


The Clarke Sanding Machine 
Company, of Muskegon, Mich., can 
still supply hardware dealers with 
new and factory-reconditioned, guar- 
anteed floor sanders for rental pur- 
poses. In order to purchase new 
machines it is necessary to make 
application to the War Production 
Board for approval of purchase. 
The War Production Board recog- 
nizes the fact that floor sanders in 
the hands of hardware dealers 
throughout the country can serve 
war workers, war production plants 
and units of the armed forces in ad- 
dition to the regular civilian popu- 
lation. 

Although the facilities of the com- 
pany are now 100 per cent engaged 
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in essential war production work, 
manufacturing parts for airplane 
engines, guns, etc., they are still in 
a position to render prompt and efhi- 
cient service in supplying all repair 
parts for all models. 

The engineering department is 
utilizing as much time as possible 
in the designing of several new 
models for post-war sale and are also 
making changes in several of the 
present models to increase the effi- 
ciency of these machines. 


* * & 


“Priorities are necessary.” 


by F. T. Wyne, President, 
Frantz Manufacturing Co., 
Sterling, III. 


The following, we believe, will 
come reasonably close to what we 
can do over the next six months’ 
period: 

1—Orders for hardware items, 
carrying priority of AA-5 or higher 
and which are taken from L-236 can 
be expected to be shipped within a 
reasonably short time. (A list of 
such items will be sent to dealers 
on request). 

2—“Over-the-Top” garage door 
equipment can be had on priority, 
but cannot be supplied for private 
use; the installations must be on in- 
dustrial or commercial jobs, or on 
garages for public use. 

3—Hangers and track, strap and 
tee hinges. These items are being 
shipped on preference rated orders 
and as mentioned above such rating 
are now more readily obtainable by 
dealers in view of PR No. 19 and no 
doubt many will take advantage of 
this easier procedure. 


* ” * 


“If jobbers place orders this fall 
for spring delivery, we feel sure 
we will be able to manufacture 
enough so they will have them 
in time for their spring sales.” 


by A. R. Green, Vice-President, 
Berea Abrasives, 
Cleveland, Ohio 


As you know, God gave us the 
stones and on our part it is purely 
a question of getting the material 
processed for our customers. 

Another phase of our business, of 


course, are our mounted frames, for 
which the hardware jobber is re- 
quired to file with the WPB for a 
priority. I believe that the jobbers 
have been fairly successful in get- 
ting these, and the difficulty enters 
when we have to obtain the steel for 
the production of these frames. 
This is a serious problem, but I be- 
lieve we are now making some head- 
way with it. Due to the manpower 
question, we are running 12 to 15 
weeks behind on shipments. 

The same priority situation as 
above applies to the abrasive prod- 
ucts and the allocation of grain to 
the manufacturer of these artificial 
products, coupled with the man- 
power shortage results in our run- 
ning 10 to 13 weeks behind in ship- 
ments. 

If the jobbers could place as many 
orders as they can this fall for 
spring delivery, we feel quite sure 
that we will be able to manufacture 
enough goods so that they will have 
these in time for their spring sales. 

* 8 # 
“Demand never greater” 


by E. D. Nunn, President, 
Electro-Line Fence Co., 
Milwaukee, Wis. 


We would like to say that al- 
though the availability of electric 
fence controllers for farm use is un- 
satisfactory to meet all require- 
ments, these instruments are being 
produced in large volume at this 
time. They may be purchased by 
jobbers, dealers or farmers without 
priority rating, if they are to be 
used on the farm. Production vol- 
ume of these instruments is expected 
to increase in future months, but 
there are two factors which influence 
all manufacturers in the business in 
their forward planning. Even 
though permission is granted to 
manufacture, the arrival of raw ma- 
terials to meet manufacturing sched- 
ules is seldom realized. The second 
problem is one of manpower. Labor 
turnover is very disturbing, and we 
have been unable to hold our entire 
organization together sufficiently to 
establish consistent production. 

The demand for electric fence 
controllers for farm use has never 
been greater to our knowledge, and 
we do not believe this demand to be 


HARDWARE AGE 








Yc 
cr 


pe 


ete TH eo 


rs 


es, for 
is re- 
for a 
»bbers 
nh get- 
enters 
el for 
ames. 
I be- 
head- 
ower 


‘o 15 


n as 
orod- 
n to 
icial 
nan- 
run- 
hip- 


any 
for 
ure 
ure 
ave 
les. 


ric 











Kea DEALER LETTER 





How important is the 


national game crop? 


You know, of course, that the wild game 
crop harvested every year is an important 
part of the national meat supply. 


But how important? 


If you’ve seen figures covering the 1942- 
’43 season, you’ve probably been amazed by 
them. If you haven’t seen them, here’s a 
chance to be amazed now... 


As reported by the United States Fish 
and Wildlife Service, the 1942-’43 game 
crop yielded more than 250,000,000 pounds 
of usable meat! 


Deer alone yielded niore than 59,000,000 
pounds. 


Wild rabbits accounted for 68,735,000 
pounds — squirrels 22,000,000 — and pos- 
sum, raccoon and woodchucks totalled more 
than 14,000,000 pounds. 





“Why not just mail in my ‘Want Book’ ?” 


SEPTEMBER. 30, 1943 


/ * + * 


Among game birds, ducks alone produced 
more than 32,000,000 pounds of meat, and 
pheasants more than 30,000,000 pounds. 


Now when the Browns and Smiths and 
Joneses of your community go out after a 
few ducks, or pheasants, or a deer — they 
may not seem to have much national or even 
community significance as food producers. 
But they do have. It’s all the Browns and 
Smiths and Joneses put together who build 
up this vast and increasingly important 
contribution to the national food supply. 


So this season — when you give people 
hunting information and help them in other 
ways—you will not only build good-will for 
yourself, but render a valuable service to 
your community and nation. Remington 
Arms Company, Inc., Bridgeport, Conn. 





Sidelines.. 


This hunting season it’s going to be 
more important than ever to make 
every shot count. All the more reason 
for using Remington Nitro Express* 
loads. They reach ’way out—bring 
game down cleanly. 






* * * 


What cynic said: “Youth must _ be 
served—yes, and then carried out’? 






Remington advertising aimed at your 
customers and prospects is appearing 
regularly in all the important outdoor 
farm -and boy magazines, also in 
Collier’s and Look. Watch for it! 





*“Nitro Express” is Reg. U. S. Pat. Off. by Remington. 
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solely a war-time influence. The 
electric fence controller is a rela- 
tively new farm utility and its true 
value was only becoming known 
during the two years just prior to 
the war. We believe the present de- 
mand will be essentially maintained 
after the war, and we are setting up 
our organization on this basis. 


* * * 


“It would seem to me that it is 
a good idea to get in the habit 
of making appeals.” 


by G. R. Murdock, Vice-Pres., 
H. L. Judd Company, Inc., 
New York, N. Y. 


1 see no possibility of an ease- 
ment in the material situation, par- 
ticularly metal, until the European 
conflict is brought to a conclusion. 
I believe you will not see, even at 
the end of the European hostilities, 
a sudden removal of limitation 
orders and restrictive rules regard- 
ing material. 

It would seem to me, therefore, it 
is a good idea to get in the habit of 
making appeals. If they are based 
on sound reasoning, some may be 
granted almost at once. That state- 
ment may sound contradictory. 
However, there are some commodi- 
ties for which material is available. 
For example, curtain rod stock is on 
hand. The steel mills are not inter- 
ested in it for scrap. We would not 
require much use of labor or lacquer 
to finish it. It would require some 
labor to make up the rods, but I am 
sure that if manufacturers of curtain 
rods were permitted to use the steel 
for curtain rods, they would find it 
possible to level out their produc- 
tion and keep more operators satis- 
fied. 

There may be other commodities 
in the same class and that depends 
on the reasonableness with which 
such an appeal is considered by the 
powers in Washington. In the 
drapery fixture line stores can ob- 
tain substitutes made of wood. A 
good deal of progress has been made 
along this line. They are not per- 
fect. They will not do the job metal 
fixtures have done but they will help 
many merchants maintain sales. 

The difficulty here is the facilities 
for making drapery fixtures of wood 
are very limited. We are having diffi- 
culty keeping abreast of the incom- 
ing orders for this substitute mer- 
chandise. 

May I offer a suggestion? That 
the hardware dealers throughout the 
country give serious thought and 
spend some of their time in rectify- 
ing the faults that have existed in 


a4 





hardware merchandising in the past. 
Many distributors had become ser- 
vice stations. Many manufacturers 
had been forced to a deplorable situ- 
ation regarding .the shipment of 
broken box quantities. It seems to 
me there should be closer coordina- 
tion between the dealer, who knows 
the kind and size of package they 
will sell and what is convenient to 
handle, and the manufacturer who 
too often is far removed from dealer 
consumer problems. 

I think this is also important from 
the standpoint of possible increase 
in chain store merchandising. 
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“As long as we have any tur- 

pentine available, we expect to 

continue our policy of selling 

mainly through the hardware 
trade.” 


by C. McKay, 
Naval Stores Dept., 
Hercules Powder Company, 
Wilmington, Del. 


During the past six months, the 
burden of supplying a large per- 
centage of the pure spirits of tur- 
pentine purchased by the hardware 
and paint trade has fallen on the 
producers of steam-distilled wood 
turpentine. This has resulted in de- 
pleted inventories, and in our own 
case, the necessity for the allocation 
of Hercules Turpentine for the past 
60 days. We understand most of the 
wood producers are oversold for 
now and the near future. 

It is difficult to predict how long 
this condition will continue. If the 
Government runs short of tank stor- 
age, or for some reason decides to 
discontinue the purchase of turpen- 
time for the stock pile, it is quite 
probable that much larger quantities 
of turpentine would be offered on 
the general market, thereby alleviat- 
ing the present short position. If 
this should occur, it would probably 
tend to lower the price of pure 
spirits of turpentine materially. 

As long as we have any turpen- 
tine available, we expect to continue 
our policy of the past 20 years of 
selling mainly through the hardware 





trade, so we went you to know we 
appreciate the opportunity of outlin- 
ing the present turpentine situation 
to Hercules’ many friends in the 
hardware business. 


eo =, @ 


“WPB limitation orders stand 
for exactly what the name 
by M. B. MacNeille, 
Manager, Pump Division 
A. Y. McDonald Mtg. Co., 
Dubuque, Iowa 


This organization is going forward 
with an orderly production schedule 
of its products to the limits provided 
for under WPB limitation orders. 

I have observed much advertising 
and considerable editorial material 
which, in my opinion, creates in the 
minds of dealers and ultimate pur- 
chasers the erroneous idea that un- 
limited quantities of products are 
being manufactured at present. The 
facts that confront us, however, and 
this applies particularly to pump 
manufacturers, are that WPB limi- 
tation orders stand for exactly what 
the name implies, i.e., limitation 
orders and are percentages of 1940 
or 1941 production percentages in 
the majority of cases that are less 
than 100 per cent. 

As a result of the aforementioned 
advertising and editorial articles 
many manufacturers are literally 
swamped with orders which run into 
figures far in excess of the produc- 
tion that WPB limitation orders pro- 
vide for. It is, therefore, my humble 
opinion that some editorial writers 
should be courageous enough to 
clearly state the facts, thus to cor- 
rect the many erroneous impressions 
that exist. It is certain that farmers 
and dealers generally fail to realize 
the full portent of limitation order 
L 257, and current advertising has 
not helped this situation. 


Se. ¢ @ 


“Will not be able to ship the 
increase anticipated.” 


by W. D. Cashner, Vice-Pres., 
Geyer Manufacturing Co., 
Rock Falls, Ill. 


During the early part of our entry 
into war we were confronted with 
every uncertain situation with refer- 
ence to steel and being almost im- 
possible to get delivery for six or 
eight months. About a year and a 
half ago the wood handle situation 
became extremely critical, and last 
year we suffered more from the wart 
of handles than from steel. 

Just at the present time our labor 
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Precision-built metal containers 
for bomb parachutes are bad news 
for the axis from sheet metal work- 
ers at Lindemann & Hoverson. 
Metal tool and control boxes 
have replaced ranges and stoves 
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wick looms. The 
facilities of this vast 
production plant 
are in the service of 
the United Nations. 

In thus helping 


is perfecting new 
precision methods 
of manufacture that 
will be apparent 
in improved L & H 
products. In your 


in L & H production. Cartridge Uncle Sam, this pioneer stove planning for peace, keep 
belts now come from our stove manufacturing organization L&H in mind. 





A. J. Lindemann & Hoverson Co. 


MILWAUKEE ¢ Since 1875 © WISCONSIN 


UANOTONSG “Nasuracrunses oF surcrnic nawoss.-etscrnc waree never EID 


SEPTEMBER 30, 1943 








situation seems to be what you might 
term our “bottleneck.” If we could 
maintain our present force we could 
possibly fabricate and use the ma- 
jority of the handles we are receiv- 
ing, but if it gets any worse we will 
not have a sufficient amount of labor 
to fabricate and ship all the steel 
and raw material we can get. 

We felt during the early part of 
the summer or along in April and 
May we would be able to ship con- 
siderably more merchandise this 
coming season than last season, and 
while we still hope to do so, yet it 
is not going to be as much of an 
increase as we anticipated. 

This means, of course, the labo: 
situation is not only critical with us 
but critical with other manufac- 
turers who may supply us parts and 
materials outside of the steel mills 
for our merchandise. 


” « * 


“We are entering the period of 
most critical tire shortages.” 


by C. C. Warner, 
Sales Promotion Manager, 
Mansfield Tire & Rubber Co., 
Mansfield, Ohio 


We are now entering the period 
of most critical tire shortages. Yet, 
looking on beyond the next six to 
eight months, we see reasons for a 
great amount of optimism in the tire 
business. But the chances for filling 
all essential civilian tire demands 
during the next few months are very, 
very slim. 

The best official estimates show 
that we, as a nation, will be short 
of actual needs some 2,000,000 pas; 
senger car tires in the last half of 
1943. At the present rate of pro- 
duction, the tire industry is running 
about 280,000 truck tires short of 
civilian transportation needs each 
month. The tire situation in the 
next three to five months -will be 
most critical — and we should not 
allow wishful thinking to lead any- 
one to believe otherwise. 


We wish we might present a more 
pleasant picture with respect to fill- 
ing tire demands developing for the 
next few months, but, in all truth, 
we are not able to do so. This, of 
course, does not mean that we are 
going to do other than our very 
best to supply our customers with 
tires they can readily sell to their 
eligible customers. It does mean 
that anyone during the next few 
months will have no difficulty in sell- 
ing all the tires that can be obtain- 
ed, which, as it appears now, will 
be dangerously below actual needs. 
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“Seed disinfectants are es- 
sential. Production is not being 
curtailed.” 


by J. Hunter Gooding, Sales 
Mgr., DuPont Semesan 
Company, Wilmington, Del. 


The DuPont Semesan seed disin- 
fectants—new improved “Ceresan,” 
2 per cent “Ceresan,” “Semesan 
Jr., “Semesan Bel,” “Semesan,” 
“Thiosan” and “Arasan”—do not re- 
quire any priorities to purchase. At 
present, we anticipate being able to 
supply all normal demands for these 
products for the balance of this year 
and the first half of next year. 


We understand that the essential 
ingredients for our seed disinfect- 
ants will be made available this 
coming year to the extent required. 
As you know, the seed disinfectants 
are essential in successful maximum 
food production, therefore, their pro- 
duction is not being curtailed. 

An intensive advertising campaign 
has been planned for 1944, to tell 
the growers of the advantages of 
protecting their crops with these 


products. 
* - * 


“Labor shortage slowing up 
deliveries.” 


—by D. M. Houghton, 
W. W. Cross & Company, Inc., 
East Jaffrey, N. H. 


While the demand for shoe tacks 
and nails is still very heavy, partly 
on account of the greater tonnage 
of them used in Army as compared 
to civilian shoes, many furniture 
manufacturers who have used large 
quantities of tacks are unable to se- 
cure fabrics or have turned to en- 
tirely different war-work. Conse- 
quently their demand, which takes 
quite a large fraction of the steel 
required by the tack industry, has 
already begun to taper off. 

There is a possibility that Lend- 
Lease and Office of Economic War- 
fare orders will take up some of the 
increased steel allotment, but prob- 
ably not nearly all of it. 


An important point to remember. 
however, is that the labor shortage 
is affecting some tack makers seri- 
ously. One result of this is to slow 
up deliveries of tacks in small pack 
ages, especially 4 pounds. 

Priority ratings are no longer 
necessary for the purchase of tacks, 
yet should always be given where 
available, to enable manufacturers 
more easily to replace their raw- 
material. However, high ratings like 
AA-1 are being issued to tack 
makers. Such orders have prece- 


- dence of course, consequently deal- 


ers should use them, and specify 
end-uses, where they can properly 
do so under the terms of order 
M-328, to secure prompt deliveries 
for such of their customers as are 
on war-work, etc. 


* + 


“Accounts should anticipate 

probable requirements months 

in advance and pass these on 
to the manufacturers.” 


by O. E. Linck, 
Soilicide Laboratories, 
Montclair, N. J. 


We have been able to maintain a 
fair stock of Thallium Sulphate 
which is the active poison in our trap 
and believe that we should be able 
to offer about 75 per cent of the ma- 
terial supplied to the trade during 
the past year, during the 1944 sea- 
son. We are arranging to produce 
our containers in plastic. This will 
produce an extremely strong pack- 
age. 

Another item introduced during 
the past season was TAT Insect Re- 
pellent Lotion which although not 
as effective as those materials now 
being purchased by the Army, does 
contain a formulae which we feel is 
most effective among those materials 
still available for civilian use. The 
serious situation with this item has 
been the availability of glass con- 
tainers. We have anticipated our 
probable requirements for the com- 
ing season and have been assured 
that containers to meet this antici- 
pated quantity will be available be- 
fore the season arrives. 

The labor situation, of course, has 
a tendency to create abnormal 
manufacturing conditions and conse- 


quently, we have been considérably 


behind in deliveries this year prin- 
cipally because of the slow deliv- 
eries of raw materials, container-. 
cartons and reduced factory help. 
It is, therefore, sound practice fo: 
accounts to anticipate months in ad 
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THIS BATTERY 
ADVERTISING NOW 


..-BUILDS FOR YOUR 


TOMORROW 


Yes indeed! For in today’s hurly burly— 
and the constant talk of shortages and 
substitutes—it might well be that war-busy 
Americans will forget many peacetime 
products .. . and the dealers who sold them. 





Continuous widespread consumer adver- 
tising is a sure way of heading off that 
dealer disaster. A recognition, too, that 
while our first job today is to-work for 

all out Victory, our second is... to 
protect your place and ours in tomorrow’s 
peacetime market. Then, as the Winchester 
consumer advertisement reproduced here 
points out . . .*consumers will agai 

have light, bullet-fast, with Winchester 
flashlights and batteries. 


WINCHESTER REPEATING ARMS COMPAN# 
New Haven, Conn. 
Division of WESTERN CARTRIDGE COMPANY 


This Winchester Battery advertising reaches... 
every fourth family in cities of 10,000 population 

and over...every third family in cities, towns 
and villages under 10,000 population. It appears 

in Saturday Evening Post, Life, Country Gentle- 
man, Progressive Farmer, Farm Journal,’ Field 
and Stream, Outdoor Life...a grand total 

of 13,566,960 separate impressions. 


WINCHESTER 


TRADE MARK 


““On Guard for’America Since 1866°’ 


COPR., 1943, WINCHESTER REPEATING ARMS CO., DIV, OF WESTERN CARTRIDK 
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vance their probable requirements 
and pass these on to the manufac- 
turer even though they do not desire 
immediate delivery. This permits 
better planning of purchasing and 
manufacturing. 

The abnormal delays of ten to 
two weeks in transportation is an- 
other reason why the accounts 
should anticipate in advance their 
requirements. 


. + * 


“The only manner in which we 

can grant prompt delivery is 

to allocate any overage of pro- 

duction orders on certain items 

as they come through the 
plant.” 


by B. G. Gilmore, Sec’y-Treas., 
Fairmount Tool & Forging Co., 
Cleveland, Ohio 


The only manner by which we can 
grant prompt delivery today is to 
allocate any overage of production 
orders on certain items, as_ they 
come through the plant, which is 
very uncertain. 

As for post-war, we are making 
our plans as we presume that every 
other manufacturer in the country 
is doing it. We cannot visualize at 
the present moment, how fast we can 
get into them, after the war. 

Because of the various WPB Limi- 
tation Orders and Simplification 
Orders, we have had to discontinue 
the production of many items which 
were standard with us in the past 
years. However, we shall manufac- 
ture most of these items again after 


the war. 
* * & 


“Limited supply for 1944. Al- 
ready booking orders for first 
shipments some time in Janu- 
ary...Caution dealers not to 
purchase too heavy at first.” 


by Carl W. Seidner, Exec. Vice- 
Pres. in Charge of Sales, 
Vitmus Company, 
Alliance, Ohio 


Realizing that we would eventu- 
ally have to supply the domestic 
gardener with Vitmus, we expanded 
our operations during the summer. 
We will, however, have only a limi- 
ted supply available for 1944. To 
facilitate our production schedule 
we urge that all jobbers and retail 
dealers anticipate their needs early. 
We are already booking orders for 
our first shipments which will be 
sometime in January. All orders 
will be honored in the order they are 
received. We caution dealers not to 
purchase too heavy at first—rather 
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place orders for part now and bal- 
ance for later shipping. This will 
allow us to render quicker and better 
service to all concerned. We want 
to serve all the dealers this spring 
we possibly can. 

I would like to suggest to dealers 
that they contact their hardware 
jobber immediately and request of 
him to make Vitmus available from 
this source of supply. This will 
eliminate tremendous detail work in 
our shipping department, and will 
allow for prompt delivery. And too, 
reduce his freight cost. Jobbers 
should book orders: now to establish 
some basis for their customers’ 
needs this coming year. We furnish 
a liberal amount of display material 
and literature free with order. 


* * ~ 


“As far as this year is con- 
cerned—zero.” 


by Edward Stevens, Vice-Pres., 
Director of Sales, 
The New Haven Clock Co., 
New Haven, Conn. 


So far as this year is concerned I 
can very definitely answer the ques- 
tion in one word—zero. We are 
making nothing that ticks, neither a 
clock or a watch. Two of our com- 
petitors are manufacturing a few 
Waralarms with the approval of the 
War Production Board, but we are 
not. That is the only item that’s 
being made today by any clock 
maker. 

I, unfortunately, see no hope for 
War Production Beard approval of 
any type of watch production for 
this year at least. 

Now as to producing post-war 
merchandise and when. It is my 
personal opinion—this not official— 
that should war end tomorrow it 
would be at least six months before 
we could produce a watch. It is also 
my personal opinion that it would be 
a good two years before we could 
produce any clocks, where of course 
the material content is considerably 
greater than in a watch. Further- 
more, we have no clock parts avail- 
able. 


We would have to start at scratch 
buying raw material and then fabri- 
cating it. 

Such is not the case with watches. 
We have some stock but of course 
it’s frozen for the time being. lt 
stands to reason that at the cessation 
of hostilities that would be released 
for our use. 

You may readily ask why we 
would take six months to get going. 
Help would have to be retrained and 
additional help would have to be se- 
cured. Possibly it wouldn’t take that 
long but that’s my personal guess 


anyway. 
e * 


“Will have an attractive line 
when metal is again available.” 


by F. M. Knight, Treasurer, 
H. W. Knight & Son 
Seneca Falls, N. Y. 


Our present situation is similar 
to that of so many hardware manu- 
facturers in that we are not allowed 
materials except for essential pur- 
poses. At the present time our brass 
letters and figures can only be sup- 
plied on preference ratings of AA-5 
or better extended under the terms 
of the Controlled Materials Plan. 
The white metal variety are not sub- 
ject to priority certification, but the 
use of any metal letters and figures 
is restricted to essential purposes 
and we cannot supply the ornamen- 
tal field even with the white metal 
material. 

About all we can definitely assure 
your readers is that we will have an 
attractive line of letters and figures 
for general purpose uses when metal 
is again available to manufacture 
them. We are also interested in 
marketing proposals for metal let- 
ters and figures and we hope te be 
able to offer a well rounded line in 


the future. 
* * * 


“We intend to increase capac- 

ity in 1944 to a point where new 

dealers and perhaps jobbers 
might be added.” 


by E. T. Pachasa, President, 
Cleveland Model & Supply Co., 
Cleveland, Ohio 


The material situation effecting us 
is not too acute, with the exception 
of bottles and paper products, but 
we are aggressively pursuing these 
and believe we shall finish out the 
year reasonably well to take care of 
our present customers. Incidentally. 
we have not added any new accounts 
since early November of 1942. 

However, for the year 1944, we 

(Continued on page 66) 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 


Color in Merchandising 


(Ca are important in 
merchandising the goods 
you have to sell. Practi- 
cally all merchandise items are of 
some definite color or are packed 
in a container in which color is 
used. As a result, consideration 
must be given to the hues of dis- 
play materials and equipment 
when the merchandise is displayed 
so that harmonious, pleasing and 
attractive color schemes will re- 
sult; color schemes that will 
secure customers’ interest and 
stimulate their desire for the mer- 
chandise. 


Attracts More Interest 


Colorful merchandise will at. 
tract more interest than will plain 
white, gray or dark items and 
colorful merchandise should be 
shown at every opportunity. To 
properly display the more drab 
items in your stock, it is necessary 
to show them against colorful 
backgrounds. In this way, atten- 
tion of the passerby is drawn to 
the merchandise by means of the 
background. 


Color Ranking 


Since bright colors attract at- 
tention and stop traffic, it is im- 
portant to know how they rank 
in this respect. The following 
colors are listed in their order of 
importance in attracting atten- 


1—Red, 2—Orange, 3— 


tion: 


Gold, 4—Yellow, 5—Green, 6— 
Blue. 


The _ brightest 
colors are not al- 
ways the best 
ones to use. Much 
depends upon th 
effect one wants 
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Color of Goods Background Color 


Yellow { Black 
to create. Merchandise of one | iis 
hue will show up more vividly Green f Ivory 
against a background of another. | White 

The following will be helpful Black { White 
in selecting suitable backgrounds | Yellow 


It applies primarily when the pre- White Green 
dominate color of the merchandise Black 
is that listed. 


Color of Goods Background Colo: 


for merchandise of various colors. Red 


It does not necessarily follow 
that the full strength colors are 


Yellow most desirable for backgrounds. 
Blue White In many instances, shades of these 

Ivory background colors would be more 
Red White suitable. 





Retail Sales Idea Club 
Contests to End 
With October Event 


The October “What Do You Know?” Contest, the sixth in that 
series, probably will be the final contest to be sponsored by the 
HARDWARE AGE Retail Sales Idea Club for the duration of 
the war. This will bring to a conclusion the program of contests 
which the Club has conducted for a period of more than two years. 


The Editors of HARDWARE AGE, who have acted as judges 
in these contests, have deemed it wise to postpone the monthly 
contest program temporarily until the time when conditions have 
become more normal, when those who are absent with the armed 
forces have returned and those who have remained will be operat- 
ing under less strenuous business conditions. The original idea of 
these contests was to aid in making better salesmen. Salesmanship 
is not the outstanding problem of today. There are other problems 
of a more pressing nature. 


HARDWARE AGE will continue to devote one or more pages in 
each issue to Retail Sales Idea Club activities. Ideas submitted 
by members will be published as in the past and other information 
of an interesting, helpful and educational nature will be published. 
Member, who can, should continue to submit ideas whith they 
have actually used and found helptul. HARDWARE AGE will con- 
tinue to pay $1.00 for each of these ideas which is accepted for 
publication. 




































August Contest 
Winner 


Arnold J]. Levy, Tenafly Lum- 
ber & Supply Co., Tenafly, N. J. 
is declared the winner of the 
August “What Do You Know” 
contest of the HARDWARE AGE 
Retail Sales Idea Club. 

The $25.00 War Savings Bond 
prize is awarded to him. 


You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 





the local lumber yard where | 
bought old round porch posts for 
use as the upright portions. This 
material is used very little today 
and does not have much value. In 
fact, 1 purchased 7-ft. white pine 
posts for 25 cents each. I then 
cut them into 12, 18, 24, 30 and 
36-in. lengths. By adding a 
square cap on each end the ped- 
estal was completed. They were 























Ceres given two coats of white paint and 
OW * I now have a fine set of window 
— Witedew Sednituts display fixtures at a very little 
S. cost. 
“ei From Porch Posts Roy E. Fuzax, 
re “We needed good, solid window Fleak Hardware Co., 
pedestals in our store so I visited Webster City, lowa. 
= - . 
Correct Answers to Questions in the 
‘é ” 
August “What Do You Know” Contest 
1—In retail selling there are four ways to make merchandise mentioned on the bill; as decorations 
the second sale or increase the amount of the cus- in the store during special events, as streamers on 
tomer’s original purchase. Name and explain each. windows, and on store bulletin board. 
Answer—Concentrated selling—selling the cus- 4—Seasonal atmosphere for window displays can 
tomer more than he originally planned to purchase; be achieved through the use of colors characteristic 
it Trading-up—selling the customer a better quality of the season. List those colors generally recom- 
and higher priced item; Related selling—selling mended for spring, summer, autumn and winter 
of the customer additional items related to the origi- seasons. 
s nal purchase; Suggested selling—selling the cus- Answer—Spring— delicate colors, pastel shades 
; tomers unrelated items at the conclusion of or dur- of pink, pale yellows, and light greens. Blue and 
ing the original sale. white, and green and white can be used to express 
| 2—A dealer paid $5.88 per doz. for an item f.o.b. coolness. Summer—darker and brighter shades of 
J his store. He wants to retail the item at a price green, pink, yellow, and blue. Combine white and 
: which will show a 30 per cent margin. What retail blue and green to express coolness. * Autumn—fol- 


price should be put on the item? Be sure to show 
all your calculations to prove your answer. 
Answer—70 cents each. Deduct the desired mar- 
) gin, 30 per cent, from 100 per cent. The balance. 
70 per cent, is equal to the cost of the merchandise. 
$5.88. Divide $5.88 by 70 per cent = .084 or 1 
per cent. Then, 100 per cent equals $8.40 the 
dozen selling price. Divide $8.40 by 12 to secure 
retail selling price of item of 70 cents. 

3—Name several ways circulars or handbills can 
be used to promote or increase sales volume. 

Answer—Distributed house to house; inserted 
with monthly statements; wrapped in packages; 
inviting customers to “take one” by having piles of 
them located at several spots throughout the store; 
used in window displays featuring the particular 























low the colors in nature at this time of year, bright 
yellows, browns, reds, orange, blue, and purple and 
use various shades of each. Winter—Holiday colors 
such as holly-red and holly-green, dark blue, white. 

5—The cost of doing business of a retail store is 
usually expressed by a percentage figure such as 22 
or 29 per cent of sales. Can you determine the cost 
of doing business for a company whose sales are 
$32,000.00; margin 31 per cent; and expenses 
$8,320.00? Show calculations to prove answer. 

Answer—Cost of doing busi- 
ness of 26 per cent of sales. Ex- 
penses of $8,320.00 divided by 
sales volume or $32,000.00 equals 
26 per cent the cost of doing busi- 
ness. 
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PROGRAM—JOBBER-MANUFACTURER 
JOINT CONVENTION, OCTOBER 18-20 


AT HOTEL COMMODORE, NEW YORK 


War regulations affecting manufacture and distri- 
bution of hardware lines and post war problems 
and planning to be main subjects of joint meet- 
ing of American Hardware Manufacturers Associa- 
tion and National Wholesale Hardware Association. 


The War Conference spon- 
sored by the American Hardware | 
Manufacturers’ Association and 


the National Wholesale Hard- | 


open meeting, at which Eugene 
Foley, Bayonne Steel Products 
Co., Newark, N. J., president of 
that group and vice-president of 


1 lor, noted war correspondent, 

| news analyst and author of “Men 

| In Motion” and other books. 
The Wednesday morning ses- 


ware Association will be the 49th | N.W.H.A., will deliver his ad-| sion of the National Wholesale 


annual meeting of the whole- | 


Thomas A. 


dress as president. 


Hardware Association will hear 


salers and the 87th semi-annual | Fernley, Jr., Philadelphia, Pa.,| the annual address of F. F. 


gathering of the manufacturers. | 


secretary of the sheet metal 


| Thomson, The Thomson-Diggs 


It will be held at the Hotel Com-| group and assistant secretary-| Co., Sacramento, Calif., whole- 
modore, E. 42nd St., and Lexing- | treasurer, N.W.H.A., will give the | sale hardware distributors, presi- 
ton Ave., New York City, Mon- | secretary’s report. “Our Experi- | dent of the N.W.H.A. George A. 
day, Oct. 18, to Wednesday, Oct. | ence in Handling New Lines” | Fernley, Philadelphia, Pa., secre- 
20, inclusive. Registration will | will be the topic of Thomas J. tary-treasurer, National Whole- 


start 9 o’clock, Monday morning, 
the first business session of the 
conference te start at 8:30 that 
evening in the form of a jeint | 
session. Wilfred Sykes, president, | 
Inland Steel Co., Chicago, Il., | 
will address the opening session | 
on a subject to be announced at | 
a later date. Arthur D. White- 
side, Vice-Chairman in Charge of 
Civilian Requirements, War Pro- 
duction Board, Washington, 
D. C., will talk on the subject, 
“Civilian Requirements.” 

At the joint session Tuesday 
morning Hon. Samuel Pettingell, 
South Bend, Ind., attorney, for- 
mer member of the House of 
Representatives, 1930-1938, and 
author of “Smoke Screen,” will 
talk on “The Renegotiation of 
Contracts.” Another speaker, to 
be announced at a later date will 
discuss “Post War Disposition of 
Surplus Material.” “The Man- 
power Situation” will be the top- 
ie of Louis Levine, Chief, Reports 
& Analysis Service, War Man- 





power Commission, Washington, 
~¢ 

Tuesday afternoon at 2 p. m., 
the National Association of Sheet | 
Metal Distributors will hold an 
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Quinn, W. F. Potts, Sons & Co., 
Inc., Philadelphia, Pa. An offi- 
cial of the Warehouse Branch 
Steel Division, WPB, Washing- 
ton, D. C., will talk on “The Situ- 
ation With Respect to Iron and 
Steel Products.” Irving Clark, 
Westinghouse Electric & Mfg. 
Co., E. Pittsburgh, Pa., and vice- 
chairman of the Post War Plan- 
ning Program for the Producers 
Council will tell about “Post War 
Prospects For The Housing In- 
dustry.” 

Wednesday morning the 
A.H.M.A. and the N.W.H.A. will 
hold separate sessions. At the 
manufacturers’ session Spencer 
T. Olin, Western Cartridge Co., 
E. Alton, Ill, president of the 
American Hardware Manufac- 
turers’ Association will deliver 
his annual address. Walton C. 
Groce, Deputy Chief, Education 
& Inquiry Branch, Controlled 
Materials Plan Division, WPB, 
Washington, D. C., will speak on 
the Controlled Materials Plan 
with reference to present opera- 
tion and possible future develop- 
ments, “The Future of the War 
in Europe” will be the subject 
of an address by Henry J. Tay- 


| sale Hardware Association, will 
make his annual report at that 
meeting. The report of the War 
Service Committee, Henry J. Alli- 
son, Glasgow-Allison Co., Char- 
lotte, N. C., chairman, will be 
given at this session. “The Work 
of The Industrial & Hardware 
Supplies Branch, WPB,” will be 
the subject of Dean C. Gallagher, 
Assistant Chief, Industrial & 
Hardware Sup p lies Branch, 
Wholesale & Retail Trade Divi- 
sion, WPB, Washington, D. C., 
Herbert L. George, Chief, Hard- 
ware Supplies Section, Industrial 
& Hardware Supplies Branch, 
Wholesale & Retail Trade Divi- 
sion, WPB, Washington, D. C., 
will speak on “The Hardware 
Wholesaler and WPB.” These 
addresses will be followed by a 
discussion by members on special 
topics to be announced later. 
Reports of resolutions and 
nominating committees, etc., will 
be read and acted upon, Wednes- 
day afternoon, at separate meet- 
ings of the manufacturers and 
wholesalers associations at 2:00 
p.m. At 2:45 p. m. that after- 
noon the wholesalers and mani- 
facturers will consolidate their 








meetings for a final joint session. 
William Benton, vice-chairman, 
The Committee for Economic De- 
velopment, and _ vice-president, 
University of Chicago, will speak 
on “American Business Begins 
to Look Ahead.” This formal 
presentation will be followed by 
informal talks, by a number of 
representative manufacturers, on 
the subject of post-war plans. 





BELL HEADS SALES FOR 
AMERICAN STEEL WOOL 


Harry E. Bell has recently 
been appointed general sales 
manager for the American Stee! 
Wool Mfg. Co., Inc., Long Island 
City, N. Y. Mr. Bell had previ- 
ously directed the sales of prod- 
ucts for household use, and now 
he takes on the additional duties 
of directing the sales of the en- 
tire line of the American Steel 
Wool Mfg. Co., Inc., which in- 
cludes industrial nackages and 
steel wool items for the trade. 





SANGER HEADS G. E. 
APPLIANCE SALES 


Alfred M. Sanger, formerly 
manager of the traffic appliance 
divisions of the General Electric 
Co., Bridgeport, Conn., has re- 
cently been appointed sales man- 





ALBERT M. SANGER 


ager of the appliance divisions of 
the appliance and merchandise 
department. Mr. Sanger has 
been with the company since 
1930. 
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National War Fund Seeks 
To Raise $125,000,000 


17 Groups Including USO and United 
Nations Relief Societies Cooperate to Raise 
Funds in One Campaign to Carry On Their 


Work. 


In Some Localities It Will Join 


Forces with Local War Chests and Other 
Long Established Community Funds. Cam- 


paign Runs Through December, 


In place of individual fund- 
raising campaigns the National 
War Fund has been setup to 
coordinate such activities for 17 
different major war relief agen- 
cies including those for U. S. 
servicemen and women and for 
United Nations relief. Through 
this setup the agencies cooperat- 
ing in the National War Fund 
will be freed of the task of indi- 
vidually raising money, in sepa- 
rate campaigns, and thus be able 
to devote full time to their re- 
lief activities. Citizens, corpora- 
tions, social, political, fraternal, 
religious and other organizations 
will thus be asked to contribute 
to one general fund instead of 
to 17 different campaigns. How- 
ever donors will have the oppor- 
tunity to designate their gifts to 
any one or more of the member 
agencies. In many places the Na- 
tional War Fund will join forces 
with local war chests or com- 
munity funds of long standing— 
in a single eampaign to obtain 
the money necessary for continu- 
ance of work that is vital on the 
military front, on the United Na- 
tions front and on the home 
front. 

Seeking to raise $125,000,000 
between now and the end of the 
year the Fund’s most intensive | 
campaign will run from Nov. 1 | 
to Dec. 7 (anniversary of Pearl | 
Harbor). This Federation of | 
war philanthropies aims to deter- | 
mine the nature and extent of | 
war-related needs; see that 
everybody has a chance to con- | 
tribute and channel the sums | 
raised for its member agencies | 
wherever American help is cur- | 
rently most needed. 

In the 
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1943. 


group are the following United 
States armed force relief units 
and United Nations organiza- 


tions: USO; United Seamen’s 
Service; War Prisoners Aid; 
Belgian War Relief Society; | 


British War Relief 








Society ; | 


French Relief Fund; Friends of | 


Luxembourg; Greek War Relief 
Association; Norwegian Relief; 
Polish War Relief; Queen Wil- 
helmina Fund; Russian War Re- 
lief ; 


Yugoslav Relief Fund; 
Relief Trustees 


United 
Refugee 


Care of European Children. 





THE WAR FUND EMBLEM 


Money collected by the Na- | 
tional War Fund will help not | 


only those in the armed forces 
and our allies but will also be 


parents in war work, and for so- 


cial services needed to keep com- | 


munities healthy, safe and effici- 
ent in their war efforts. 

As a bulletin issued by the 
New York Committee of the Na- 
tional War Fund summarizes it, 
“The Fund’s member agencies 
supplement but do not duplicate 
each other’s work. Through their 
combined program, they extend 
a friendly, helping hand to mere 
than 60,000,000 people here and 


National War Fund | abroad that are on our side.” 





CHARLES F. SAUNDERS 


C. F. SAUNDERS HEADS 
SALES PROMOTION FOR 
INDEPENDENT-LOCK WOOD 


In furtherance of extensive post 


| war plans the Independent Lock 


United China Relief; | 
United Czechoslovak Relief; | 


Co. and the Lockwood Hardware 
Mfg. Co., both of Fitchburg, 


| Mass., announce appointment of 


pert Charles F. Saunders as advertis- 
United States Committee for the | '™& ™4naser of the associated 


companies. He will coordinate 
sales promotion activities of the 
two companies, including general 
supervision of all catalogs, liter- 
ature, sales training programs 


| and advertising for Independent 


and Lockwood in the post war 


| period. 


Mr. Saunders will work closely 


| with Bernard S. Falk, sales man- 
| ager, 


Independent Lock Co.; 
Adon H. Brown, sales manager, 
Lockwood Hardware Mfg. Co., 
and John J. Meyer, general man- 
ager of both firms. Both com- 


| panies are now engaged in im- 
used for the families of men in | 
the service, for the children of | 


portant war production for which 
they recently received the Con- 
tinuing Achievement Star to be 
added to the Army-Navy “E” 
Award Pennant given them some 
months ago. Production and 
sales of Independent and Lock- 
wood products are restricted to 





priority orders for the duration. | 


However between shifts and after 
hours engineers, designers and 


production men of both com- | 
panies are getting ready for quick | 


volume production of new im- 


war advertising and sales drive 
will be ready. 

Mr. Saunders was for many 
years assistant advertising man- 
ager, Florence Stove Co., Gard- 
ner, Mass. 


MacNEILLE MANAGES 
PUMP DIVISION FOR 
A. Y¥. McDONALD CO. 


Recently M. B. MacNeille, for- 
merly chief engineer of the hydrau- 
lic and dealer division of Fair- 
banks, Morse & Co., was appoint- 
ed manager of the pump division 
of the A. Y. McDonald Co., 
Dubuque, Iowa. Mr. MacNeille 
served as sales manager of the 
pump division of Fairbanks, Morse 
from 1925 to 1931, and was man- 
ager of the Los Angeles branch 
and manager of western sales for 
two other well known manufac- 
turers of pumps. He is former 
president of the Hydraulic Insti- 
tute and a member of the Amer- 
ican Society of Mechanical Engi- 
neers. 

NEVERS REPRESENTS 

OSBORN MFG. IN WIS. 


Armin L. Nevers has recently 
been appointed technical repre- 
sentative in Wisconsin for the 
Osborn Mfg. Co., Cleveland, 
Ohio, manufacturers of brushes, 
brushing wheels, etc. 
several 


power 
Mr. Nevers completed 
months’ of special training in the 
Osborn factory, where he became 
informed on the design, manu- 
facture, anti application of the 
company’s products. 





HOWELL MANAGES G.E. 
INSTRUMENT DEPT. 


E. H. Howell, manager of the 
General Electric Co. Toledo of- 
fice for the past 13 years, has 
been recently appointed manager 
of the company’s Meter and In- 
strument Division. Mr. Howell 
succeeds W. F. Howe, who has 
served the company for 43 years, 
and will continue as full-time 
consultant of the division. S. J. 
Tombaugh, sales engineer of the 


| Cleveland office, has been named 


proved lines as soon as the war | 


is over, at which time the post- 


successor to Mr. Howell in the 
Toledo office. 
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Landers, Frary & Clark Offers 
Dealers Post War Planning Help 


Landers, Frary & Clark, New 
Britain, Conn., recently an- 
nounced its post war plan for 
dealer use known as the “‘U’ 
Plan For ‘V’ Day” plan having 
as its purpose the crystallizing of 
consumer housewives thinking 
about Universal household needs 
and to help them to plan now for 
post war purchases through Uni- 
versal dealers. The plan involves 
five easy steps that enable con- 
sumers to plan now for post war 
appliance needs, to have money 
available for their purchase after 
the war and be registered with a 
local “U” Plan dealer on a “first 
come first served” basis long be- 
fore the appliances are available. 
Advertising in national consumer 
publications will feature slogans 
such as “Make It More Than 
Wishful Thinking,” “Plan for 
Unconditional Surrender” urging 
thought about appliance pur- 
chases now, and follow an order- 
ly plan that will lead them to 
their ultimate desires through the 
channel of “U Plan for V Day” 
dealers. 

Customers are urged to survey 
their post war appliance wants 
with a specially devised “U” Plan 
check list to appear in each ad- 
vertisement listing 25 types of 
appliances and housewares made 
by the company. In addition the 
check list indicates the 1941 
price range of each item for the 
consumer to use as an easy guide 





in developing a rough estimate of 
appliance costs. Consumers check 
off appliances they will want 
after the war, in. one column, 
estimate (with the price guide) 
approximate costs in another col- 
umn and then add the total. Peo- 
ple are urged to buy additional 
War Bonds, now equivalent to 
the amount needed later for the 
desired appliances. Customers 
are also urged to take check lists 
to the nearest Universal dealer 
and ask for “priority considera- 
tion as soon as the appliances 
are available.” 

Dealers are urged to set up a 
customer file on appliances reg- 
istering each customer for appli- 
ance needs on a “first come first 
served basis.” If the dealer de- 
sires he may further give the 
consumer a “special priority 
number” for each appliance in 
the order of request for the items 
and stamp this number on a 
dealer-consumer registry form 
provided in the company’s point- 
of-sale material. Dealers are fur- 
ther urged to call customers as 
soon as merchandise is available 
following the war, in order of 
their priority for merchandise as 
established by their registry rec- 
ords. Inquiries mailed direct to 
the factory will be referred to the 
most conveniently located “U” 
Plan dealer. Thus the plan is 
designed to enable the consumer 
and dealer to meet on a common 














COLTS PATENT FIRE ARMS MFG. CO. RECEIVES WHITE 
STAR: Employees of Colt’s three plants participated in the 
presentation of the White Star to add to their Army-Navy 
“E” Flag. Robert P. Patterson, Under Secretary of War, made 
the presentation speech and congratulations were wired to 
Colt’s employees by Major Gen. L. H. Campbell, Jr., Chief of 
Ordnance. This second award for excellence was given to 
Colt’s in its 107th year of manufacturing guns. Since the 
beginning of the war, Colt’s arms production has been entirely 
devoted to the manufacture of machine guns, automatic can- 
non, automatic pistols, and revolvers for the armed forces. 
Left to right: Leslie T Goodrich, treasurer; George R. Porter, 
vice president; Samuel M. Stone, president; Major Arthur H 





ARMY-NAVY “E” AWARDED TO CHICAGO WHEEL & 
MFG. CO.: Chicago Wheel & Mfg. Co., Chicago, Ill., was 
recently presented with the Army-Navy “E” for excellence 
in production, at plant ceremonies by Col. C. J. Otjen, Com- 
manding Officer, 3 district, 6 Service Command. Lt. Comm. 
E. R. Smith, U. S. N, presented the “E” merit p'ns to the 
employees. The company, which produces small grinding 
wheels and mounted wheels, largely as sub-contractors, 
merited the special recognition. A. T. Dalton, secretary, 
shown to the right of the speaker, who is Col Otjen, and 
A. J. Miller, manager of the concern, to the left of Col. Otjen. 
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Murtha, Springfield Ordnance District, and Dwight G. Phelps 








ground each helping the other to 
be prepared for an orderly flow 
of merchandise when the war 
ends. The company points out 
that through this plan “The con- 
sumer benefits through accurately 
knowing what she is going to 
need and by preparing now to 
pay for her appliances will be in 
a better position to acquire her 
wants quickly following the war, 
and further will have the assur- 
ance of her Universal dealer that 
she will be taken care of just as 
rapidly as restrictions on the 
manufacture of housewares per- 
mits their manufacture for 
domestic consumption.” The plan 
will provide a flexible, fair and 
orderly plan for handling a large 
volume of business during the 
competitive post war period. It 
will create a backlog of poten- 
tial orders identified as to cus- 
tomers’ names and addresses and 
indicate type and price range of 
items likely to be demanded by 
customers thus guiding purchases 
more accurately. 

The company also points out 
the plan will lower selling costs 
by directing customers into deal- 
er stores without field calls and 
other promotion following the 
war, that it will establish stores 
now as appliance headquarters 
for post war sales, and that it 
develops store traffic for the im- 
mediate sale of available mer- 
chandise. It is also a means of 
identifying the dealer with a 
nationwide offer to step up the 
sale of war bonds. In announc- 
ing the plan Universal executives 





emphasize the fact that although 
it was developed as part of the 
company’s post war planning pro- 
gram they envision its use by 
merchants in many other depart- 
ments aside from the appliance 
and housewares field. Dealers 
will be given a point of sale pro- 
motion package, free of cost, en- 
abling them to promote it to the 
limit. Included in the package 
will be a plan book, window dis- 
plays, store banners, counter 
cards, newspaper mats, consumer 
folders and dealer registry forms 
to tie in at the point of sale 
with the company’s national con. 
sumer advertising program. 





PRICE ELECTED VICE- 
PRES., WESTINGHOUSE 


Gwilym A. Price has reeently 
been elected vice-president of the 
Westinghouse Electric & Mfg. 
Co., Pittsburgh, Pa. Mr. Price 
was formerly president of the 
Peoples-Pittsburgh Trust Co. His 
responsibilities with Westing- 
house will include the settlement 
of war contracts. He had been 
president of the trust company 
since 1940, following three years 
as vice-president in charge of 
trusts. During Mr. Price’s presi- 
dency the bank deposits increased 
to make it listed among the first 
hundred of the nation’s banks. 
He is vice-president of the Penn- 
sylvania Bankers Association and 
chairman of the Public Relations 
Council of the American Bank- 
ers Association. 
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When he asks 
tor a SAW file... 


Saw files come in many types. When your customer asks for a 
particular shape, it may often be possible to suggest some other 
file that may help him do his job better. Here is an opportunity 
to be of service that your customer is certain to welcome. The 
accompanying chart, describing typical NUCUT Saw and Mill 
Files, may assist you in this connection: 















































VHITE 
in the 
-Navy 
mad ; 
ak te ee NUCUT SAW FILE FINDER CHART 
nief of 
ren t CROSS CHARACTER 
ne ws SHAPE sccToos ae seen TAPER ; GENERAL USES 
tire] ; ; ; 
: pond % Single cut on sides | Tapered slightly | Sharpening mill,-ice and 
orces. gona and eos. = a and fw a — axes, 
. Mi so made wit thickness implements, knives, 
“ : at - CJ} one ronnd edge, shears, tools; lathe 
hel two round edges, work; draw filing: 
sia and blunt .| polishing 
—_ : Single cut Tapered on Sharpening saws, axes 
Taper (Triangular three sides to and milling cutters 
aoe Or Three Cornered) oy point 
g 
f the 5 Single cut . Tapered on Sharpening circular, 
z pro- Slim Taper rote three sides to cross-cut and buck 
e by point % saws 
*part- Single cut Taperedon .. Sharpening fine-tooth 
iance Extra Slim Taper A sires sides to hand and hack saws 
alers pet mec; 
: > Double Extra a Single cut La nip oni : ne fine-tooth 
ie » Slim Taper point 
kage Single cut on Uniformthrough- | Filing M-shaped teeth 
 dis- Cant Saw ON three sides and out length of cross-cut saws 
inter two edges 
na Single cut Uniform through: Sherpening cross-cut 
s out lengt saws of the great 
sale Cross-Cut Cc American type. Also 
con wood or buck saws 
Single cut Uniform through- } Filing teeth of p 
ne Sew een EE out length - | or frame saws “ 
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ied All NUCUT Files possess a characteristic ‘‘Wavy Teeth’’ design, 

a a patented combination of coarse teeth and fine teeth that are 

ny positioned in scientific wavy rows. The coarse teeth cut clean, 

ars deep, true. The fine teeth level the surface smooth. Both at the 

of same stroke! Without skidding or scraping! ‘‘MORE CUTS WITH 

si- NUCUTS” is an exclusive NUCUT feature! 

ed Your jobber can help you select the sizes, shapes and cuts that 

rst will best meet your customers’ needs,—in NUCUT machinists’ 

8. files, Swiss patterns, rasps, as well as saw files. WAVY TEETH 
" ee ee ee ee 

" HELLER BROTHERS COMPANY FIL E S 

as America’s Oldest File Manufacturers — Good Toois Since 1836 

k. Newark, New Jersey New town, Ohio PATENT No 2027039 
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BLAKE MANAGES SALES 
FOR WINTERS HANDLE 


Harry W. Blake recently be- 
came associated as sales manager 
with Fred J. Venner doing busi- 





HARRY W. BLAKE 


ness as Winters Handle Co., Ben- 
ton, Ark., manufacturers of hick- 
ory tool handles. 

Prior to this appointment Mr. 
Blake was associated for 20 years 
with Fones Bros. Hardware Co., 
Little Rock, Ark., wholesalers in 


various capacities including 10 
years of selling experience. Fred 
J. Venner, owner of the plant, 
has had Jong experience in man- 
ufacturing, and is continually 
striving for maximum produc- 
tion. Average production of the 
plant is 15,000 handles per day. 
At present production is devoted 
to war time orders, and Mr. 
Blake’s association with the com- 
pany is primarily to take care 
of domestic sales, and develop- 


| ment of post-war business. 





FRED J. VENNER 











GRENIER IS MANAGER | 

OF PATTERSON BROS. 

Earl G. Grenier is now general | 
manager of Patterson Bros., 15} 
Park Row, New York City, mill 
supplies distributors and hard- 
ware dealers. Prior to his af- 
filiation with Patterson Bros. he 
was long associated with Rob- | 
erts Hardware Co., Utica, N. Y., | 
wholesalers, in charge of buying | 
and as sales manager of that 
company. 


TRICO FUSE APPOINTS 
SOUTHEAST ENG. CO. 
AS REPRESENTATIVE 


Trico Fuse Mfg. Co., Milwau- 
kee, Wis., recently announced 
the appointment of the South- 
east Engineering Co., 2056 Post 
St., Jacksonville 1, Fla., as repre- 
sentative of its entire line of 
products in Florida, Georgia? and 
Alabama. The line will be repre- 
sented under the supervision of 
Frank Gillooly. 


SALSBURY MANAGES 
WESTINGHOUSE SUPPLY 


David M. Salsbury has been 
recently appointed general man- 
ager of the Westinghouse Electric 
Supply Co., New York City. 
Since 1939 Mr. Salsbury has been 
manager of the north Pacific dis- 
trict for the company, with head- 
quarters in Seattle, Wash. Wil- 
liam M. Jewell, formerly acting 
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manager at Detroit. and manager 
at San Francisco, has been ap- 
pointed district manager at Seat- 
tle, Wash. John H. Fischer has 
been appointed middle Atlantic 
district manager with headquar- 
ters at Philadelphia, Pa. 

Mr. Salsbury joined the North- 
ern Electric Co., Calgary, Canada, 
in 1915. In 1918 he became as- 
sociated with the Electric Rail- 
way & Mfg. Supply Co., San 
Francisco, Cal. When this com- 


| pany was acquired by Westing- 
| house in 


1920, Mr. Salsbury 


served as branch manager in the 


| company’s Salt Lake City office 


until he was made district man- 
ager at Seattle in 1939. Mr. 
Jewell, has served in the Wash- 
ington, D. C., Richmond, Va., 
San Francisco and Detroit offices 
of the company since 1925. Mr. 
Fischer joined Westinghouse in 
1913. 


BROWN ASSISTANT TO 
PRES. OF U. S. PLYWOOD 


Clay Brown has recently been 
appointed assistant to Lawrence 
Ottinger, president of the U. S. 
Plywood Corp., New York City. 
After his graduation from Kansas 
City Institute of Technology, 
Mo., Mr. Brown started his 
career with the Long-Bell Lum- 
ber Co., in that city. He left 
Long-Bell to join M. & M. Wood- 
working Co., Portland, Ore., as 
general sales manager. Then he 





served as vice-president and man- 
ager of the plywood division of 
the Smith Wood Products, Inc., 
Portland, Ore. Mr. Brown will 
make his headquarters at 616 W. 
46 St., New York City. 


F. E. MYERS & BRO. 
HAS RADIO PROGRAMS 


F. E. Myers & Bro., Co., Ash- 
land, Ohio, manufacturers of 
water systems, has recently start- 
ed to test three types of early 
morning radio programs. The 
programs will be carried by 11 
stations featuring Farmer Frank, 
a new radio personality portrayed 
by Vic Smith, well known Chi- 
cago character actor. Farmer 
Frank will give his listeners 
timely, practical information to 
help them increase farm produc- 
tion for the war effort. One group 
of stations will air a 15-minute 
program three times weekly with 
Farmer Frank and songs by the 
Myers Music Makers. A second 
group will broadcast a five-min- 
ute program two times weekly 
featuring Farmer Frank alone, 
and the third will broadcast one- 
minute announcements by Farmer 
Frank two times weekly. 

Stations carrying the test pro- 
grams, all of which will be tran- 
scribed, are WLS, Chicago; 
WJR, Detroit; WBNS, Colum- 
bus, Ohio; WMBD, Peoria, IIl.; 
WJBC, Bloomington, IIL; 
WDAN, Danville, Ill.; WLOK, 
Lima, Ohio; WCAR, Pontiac; 
WSPT, South Bend; WROX, 
Rockford, Ill.; and WADC, 
Akron, Ohio. 





HARDWARE X CLUB 
LUNCHEON, OCT. 19 
IN NEW YORK CITY 


The Hardware X Club, whose 
membership is composed of pas! 
presidents of the Nationai 
Wholesale Hardware Association. 
American Hardware Manufactu: 
ers Association, and the South 
ern Hardware Jobbers Associa 
tion, will hold its annual lunch 
eon meeting on Oct. 19, 1 p. m.. 
at the Commodore Hotel, New 
York City, during the joint an 
nual ‘convention of the hardware 
manufacturers and wholesalers 
“Chief X,” Leslie M. Stratton, 
Stratton-Warren Hardware Co.. 
Memphis, Tenn., wholesalers, ha: 
announced that the annual dues 
will be increased from $5.00 to 
$10.00. George H. Harper, secre 
tary-treasurer of the club, Na 
tional Enameling & Stamping 
Co., 1901 Light St., Baltimore. 
30, Md., should receive dues by 
Oct. 10. This will be the 14th 
gathering of the X Club. 


DETROIT REX CHANGES 
NAME TO DETREX CORP. 


Detroit Rex Products | Co.. 
metal cleaning engineers, Detroit. 
27, Mich., has recently announced 
that the new firm name of the 
company is Detrex Corp., which 
is more concise and easily pro- 
nounced. This change in name 
does not affect ownership, man- 
agement, or company policy. The 
company manufactures degreas-+ 
ers, alkali, and petroleum spirits 
washers, and emulsion cleaners. 








H. F. LEHMAN 








L. A. CLARK 


H. F. LEHMAN AND L. A. CLARK PROMOTED BY FRIGID- 
AIRE: H. F. Lehman was recently appointed assistant gen- 
eral sales manager in charge of appliance and commercial and 
service departments for General Motors. Frigidaire Division, 


Dayton, Ohio. 


Mr. Lehman was formerly manager of the 


Frigidaire commercial and air conditioning sales division. L. 

A. Clark was also appointed assistant general sales manager 

responsible for all advertising, sales promotion, training, and 

other related activities. Mr. Clark was formerly advertising 
and sales planning manager. 
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OLSON AND JOHNSTON 
SOLD 150 COOLERATORS 





*‘We have always sold 

refrigeration. Never 

_ machines, gadgets or price. 

, gap ee oe “ So it was perfectly natural 

for our boys to sell the ad- 

vantages of Coolerator washed air refrigeration. There 

is no denying that these advantages of Coolerator refrig- 

eration are real and important. The best part of Cooler- 

ator refrigeration is that our customers, though skeptical 
in the beginning, are now telling us. 


“So far we have sold 150 Coolerators, which is nothing 








Here’s how Sales Manager Olson displays the Coolerator 


Johnston's Busy Appliance 
Store, Minneapolis 





to brag about, but we plan for an increased volume of 
business through the fall and winter months.” 

Mr. Olson, manager of refrigerator sales of Johnston 
Brothers, Minneapolis, gives six hints for successful sell- 
ing of Coolerator. 

1. Get rid of your prejudices about ice refrigeration. 
(Coolerator is as different from the old-fashioned ice re- 
frigerator as a carpet beater is from a vacuum cleaner.) 
2. Learn the story of Coolerator washed air refrigeration. 
3. Prove this story to yourselves point by point. (You'll 
become enthusiastic in spite of yourself.) 

4. Make your Coolerator display an important one. No 
less than three. When you make Coolerator a real fea- 
ture in your store it gives the customer confidence and 
overcomes much resistance. 

5. Sell Foop PRESERVATION. That’s what a refrigerator 
is for. If you stay on that subject you have a great sales 
story and no refrigerator ever offered more. 

6. Remember there are no seasons in refrigerator selling 
now. 


Coolerator 


WASHED AIR REFRIGERATORS 


THE COOLERATOR COMPANY, DULUTH, MINNESOTA 


Coolerator is distributed exclusively by the following firms. For particulars, write or wire the distributor in your territory. 


. Birmingham 3, Ala. 


Alabama Appliance Co., Inc.. 
.Pittsburgh 22, Pa. 


Anchor Distributing Co. Jenkins Music 


oe Distributing Co. Columbus 15, O. Kemp Equipment 

Arnold Wholesale Corp. . Cleveland 1, O. Lincoln Sales Corp... . .. 
Ballou, Johnson & Nichols..... . Providence 2, R.I. tiseseeher & th, Inc. 
. Bergman Co., Inc. ... Buffalo 3, N. Y. V. J. McGranahan 

Broome Distributing Co. Einghamton 25, N. Y. Marshall- Wells Company 


Syracuse 1, N. Y. 
Detroit 31, Mich. 
‘Jacksonville 1, Fla. 

. Vincennes, Ind. 
...Phoenix, Ariz. 
Portland 5, Me. 

"Salt Lake City 11, ‘Utah 
Cincinnati 6, O. N 


Broome Distributing Co. 
Buhl Sons Company . . 
Cain & Bultman, Inc... . . 
snes Ice & Cold Stg. Co. 
Electrical ee Co. 
Farrar-Brown 
Flint Distributing Co.. 
Griffith Distributing Corp...... 
Griffith Distributing Corp.. 


Oscar Mayer & ~~ 
Mississippi Valley 
Motorola 


. Little Rock, Ark. 
. Lebanon, N. H. Jj. L 
is Hi ..... Louisville 2, Ky. 
Huntington Whol. Fur. Co... . Huntington, W. Va. 
Interstate Electric Co......... .. Shreve A, La. 
Jenkins Music Company. . ..Kansas City 6, Mo. 
Jenkins Music Company . "Oklah City 2, Okla. 


Sampson —— 
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Jenkins Music Company. . 


el,” Straus-Frank Company . 


Va. .. Memphis 2, Tenn. 
Distributors, > inc. sacs 

ortheastern Distributors, Inc.. 
Indianapolis 4, Ind. *G. W. Onthank Company. 


Roth Appliance Distrs., “Inc... isc. 

Co. PRS Sea. Chicago 16, Ill. 
Tom Sava; SA 
Schoellk — The 


Seaboard Ice Company... . . Asbury Park, N. 
Southern Furniture Sales Co... .. . Knoxville, "Te 
Southern Furniture Sales Co... .Chattanooga, Te 
Southern Radio gy gg aot Charlotte 1, N. 
Southern Wholesalers, Inc... . ye on 5, D. C. 
Stern & Co. (Stern Bld .Hartford 1, Conn. 
Stratton-Warren Hdw. €0.. .. Memphis 2; Tenn. 
traus-Frank Company. . .Houston 1, Texas 
San Antonio 6, Texas 
San Francisco 3, Cal. 
.New York 10, N. 2 
. Wilkes- Barre, F oy 


J. 
nn. 
enn. 
Cc. 
Re Rae! Billings, Mont. 

.Duluth 8, Minn. 

—— — 


pson & Holmes, Ltd. . 


5, Mase. Walther nan ' “WA ‘Mont; omery 2, Al 
-Boston 15, S Walther Bros. Co... ¥ ....,.New Guisess 13, - 


Grand oo 2, Mich. 


Wisconsin Ice & Coal Co... Milwaukee 2, Wisc. 


BRO s" Neate 3, Tenn. Wyatt-Cornick, Inc.. . Richmond 16, Va. 
_Albany 4,N. Y. | The Yancey Co., Inc. Atlanta 3, Ga. 
‘Milwaukee 4, Wisc Zork Hardware Company El Paso, Texas 


mver 2, Colo. ** Warehouses at pee. Minn., Davenport, Iowa 
. Dallas 2, Texas and Sioux Falls, S. 
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McCORMICK & CO., INC., WINS ARMY-NAVY “E”: Mc- 
Cormick & Co., Inc., Baltimore, Md. recently was awarded 
the Army-Navy “E” pennant for excellence in the production 
of war materials. The presentation ceremony was held at the 
McCormick plant. Col. Paul P. Logan Washington, D. C., on 
behalf of the Army, and Capt. John F. Whelchel, U. S. Naval 
Academy, Annapolis, on behalf of the Navy presented the 
flag to Frances Radomonski, representing the employees, and 
C. P. McCormick, representing the management. Dr. William 
B. Jacobs, president, Presbyterian College, Clinton, S. C., 
was master of ceremonies. Factors considered in making the 
award included the company's record in meeting delivery 
schedules on time, unusually low absentee record, and main- 
taining of production without excessive employment of addi- 
tional labor. Among the products that the company produces 
for the armed forces are insecticide powder used overseas to 
help control typhus fever. Shown, left to right: Col Paul P. 
Logan, Assistant Chief of Subsistence, Office of Quartermas- 
ter General, Washington, D. C.; C. P. McCormick, president 
of McCormick & Co; Douglas Griesemer Jr., representing 
the junior board; Cecil Nash, representing the factory board; 
C. Leonard Fardwell, representing the senior board; Frances 
Radmonski, and Lt. (j.g.) J. Clark Barrett, U. S. N., repre- 


senting the McCormick men in the service. 











in the automotive and electrical 
supply division. In 1936 he be- 
came the buyer and in 1939 add- 


ARMY-NAVY “E” TO 
NASH-KELVINATOR 


LEWIS ADVANCED 
BY U. S. RUBBER 


M. P. Lewis has been appoint- 
ed assistant manager of the new- 
ly created wire and cable division 
of the U. S. Rubber Co., New 
York City. Mr. Lewis has been 
with the company for 24 years, 
having originally joined the sales 
department in Bristol, R. I. Later 
he became eastern division wire 
sales manager. 


MARLIN ANNOUNCES 
GUN CONTEST WINNERS 


The Marlin Firearms Co., 17 
E. 42nd St., New York City 17, 
N. Y., has announced the names 
of the winners in its Gun Con- 
test. Charles E. Hoffelt, Estel- 
line, S. D., won an award of 
$500.00 for a simple practical 
idea that can be worked out in- 
expensively to give a new feature 
to Marlin sporting guns. An im- 
proved device for tubular maga- 
zine rifles was submitted by Lt. 
G. R. Hunter, Quitman, Ga., for 
which he received an award of 
$100.00 and Pvt. George E. Lars- 
son, Camp Atterbury, Ind., re- 
ceived an award of $50.00 for 
submitting detailed drawings for 
an entirely new gun. Fourteen 








other awards of $25.00 each wer: 

given to civilians and militar: 

personnel for their suggestions. 
More than 7000 entries wer 


received including some from 


women shooters. Changes wer 
recommended for some Marlir 
shotguns and there were sugges 
tions as to improved sighting 
equipment as well as for more 
lever action models. 





GENEVA STEEL CO. 
ELECTS GREGORY 
V. P. OF SALES 


J. R. Gregory has recently 
been elected vice-president in 
charge of sales of the new Ge 
neva Steel Co., Geneva, Utah. 
U. S. Steel subsidiary. Mr 
Gregory has been associated with 
U. S. Steel for 25 years, and for 
merly was vice-president and 
general manager in charge of 
sales for Columbia Steel Co., Pa- 
cific coast subsidiary of U. S. 
Steel. J. E. Butler who was 
named comptroller of the new 
Geneva Steel Co., formerly was 
in charge of accounting on the 
Geneva works construction pro) 
ect. J. Wohlwend, former assist 
ant treasurer of the Columbia 
Steel Co., was elected treasure! 
of the Geneva Co. 








Nash-Kelvinator Corp., Propel- 
ler Division, Lansing, Mich., was 
recently awarded the Army-Navy 
“E” for excellence in production 
at the Mount Hope Plant, Mich. 
Austin Grant was master of cere- 
monies at the presentation and 
Col. Alfred H. Johnson, Super- 
visor, Central Procurement Dis- 
trict, U. S. Army Air Forces, pre- 
sented the pennant to Campbell 
Wood, general manager, in be- 
half of the management. The 
presentation of the “E” pins was 
made by Comm. W. F. Eade, 
Naval Aircraft, Detroit District, 
and the acceptance speech for 
the employees was made by John 
Haruska. The ceremonies were 
closed by the playing of the na- 
tional anthem by the Army Air 
Force Band. 


PROMOTIONS IN SALT 
LAKE CITY HDWE. CO. 


H. W. Price was recently pro- 
moted to the position of sales 
director for the Salt Lake City 
Hardware Co., wholesalers, Salt 
Lake City, Utah. Mr. Price joined 
the company in 1929 as a mail 
clerk, and a short time later he 
worked as assistant to the buyer 
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ed the responsibility of purchas- 
ing sporting goods and cutlery, 
which position he held till his 
present change. 

C. G. Cheney succeeds Mr. 
Price as buyer for automotive 
and electrical supplies and sport- 
ing goods. He joined the concern 
as an order clerk in 1932 and 
later advanced to junior sales- 
man. Later he became a sales- 
man in Idaho. He became assis- 
tant manager of the Pocatello, 
Idaho, branch and then manager. 
After this Mr. Cheney became 
assistant to Mr. Price. J. W. 
Droubay has been made manager 
of the Boise division. He be- 
came connected with the concern 
in 1924, and served in various 
capacities, most recently as gen- 
eral salesman in Idaho. 





GOODYEAR TO EXPAND 
ALABAMA FABRIC MILL 


Goodyear Tire & Rubber Co., 
Akron, Ohio, has recently an- 
nounced that a million dollar ad- 
dition to their cotton fabric mill, 
Decatur, Ala., containing 140,000 
square feet of space is scheduled 
for completion in about six 
months. 








DETROIT PAINT INDUSTRY LAUNCHES CITY WAR BOND 
DRIVE: The Detroit chapter of the National Paint, Varnish 
& Lacquer Association, has recently launched a war bond 
drive. This drive is in conjunction with the third war loan 
drive of the U. S. Treasury. Manufacturers are pledging the 
use of their city salesmen to solicit all paint dealers in the 
Detroit area. They are also conducting drives among their 


employees for extra bond purchases. Perry Bros. is also 
mentioning the drive on its local radio news program. The 
campaign started with an initial purchase of the Detroit office 
to the amount of $400,000 00. The quota of the drive is two 
million dollars. G. W. Johnson, Krebs Pigment Co, Detroit 
office, is chairman of the drive and is ably assisted by C. N 
Sutton, Commercial Solvents Corp, New York City; W. M 
Russell, Monsanto Chemical Co.; C. W. Irwin, Shell Oil Co.. 
and W. W. VanWey, Reichard Coulston Co. From right to 
left: L. L. Duncan, Shell office manager, J. W. Southworth 
Detroit office of the Shell Petroleum Corp., presenting check 
for the purchase of $400,000 00 in war bonds to D E. Eichel 
berger, president of Detroit Paint, Varnish & Lacquer Asso 
ciation, and G. W. Johnson, chairman of the war bond drive 





(Additional News on Page 58) 
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National Apple Week 
October 24-31 


TT ‘HE farming industry is closely 

allied with the retail hardware 
business. What affects the farmer 
and his income usually affects the 
retail hardware dealer. Because of 
this, the merchant is always inter- 
ested in the welfare of the farmer 
and should be willing, and is will- 
ing, to do anything he can to stimu 
late farm income. 

Now and then the farmer is faced 
with the problem of disposing of 
super-abundant crops. In situations 
of this type, it is to the interest of 
every merchant to give what assis- 
tance he can in aiding the farm in- 
dustry in disposing of the surplus 
crop before it spoils. 

National Apple Week, October 
24-31, is an industry week which 
many hardware dealers would do 
well to publicize. It is designed to 
increase the use of apples and, under 
present conditions, many housewives 
will can this important fruit. 

Those hardware dealers who sell 
equipment for canning will find in 
this celebration an opportunity to do 
some good for the farm industry 
and, at the same time, to possibly 
secure some additional business for 
themselves. 


Footnote to Sicily 


ON’T forget, as we boot Mus- 
solini around today, everyone 
—almost—was applauding him in 
the 20’s because he made the trains 
run on time. The editor of Nation’s 
Business recalls that Mussolini once 
asked him, in an interview, to tell 
Americans of Italy’s “new spirit” 
and of Fascism’s emphasis upon 
“discipline, order and obedience.” 
Mussolini’s request was carried 
out in an article which described 
Mussolini’s feat in making the trains 
run on time. The same article also 
carried a message from Gaetano 
Salvemini, former member of the 
Italian Chamber of Deputies, whom 
Mussolini threw into jail because of 
political differences. Salvemini said: 
“Casual visitors in Italy, in the 
presence of a great moral tragedy, 
find that the trains run on time and 
thank God for Mussolini. They do 
not ask themselves if justice also 
runs on time, if liberty also runs on 
time, if human dignity runs on 
time.” 
Salvemini’s message is still tops 
today, Nation’s Business comments. 
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... WHEN Kae 
MUST GET GOING FAST! 


Not an instant to waste! It takes quick action to fight 
roaring flames—or to stop rising water! That’s when 
portable pump units, powered by quick-starting 
gasoline engines, get into quick action. Another of the 
many standard and special assignments for hundreds 
of thousands of rugged, dependable Briggs & Stratton 
engines now doing valiant duty with our armed forces. 


Briggs & Stratton 4-cycle, air-cool- 
ed gasoline engines are now being 
produced for hundreds of wartime 
uses. The same high quality and 
the same precision that have built 
for Briggs & Stratton an interna- 
tional recognition as making “the 
world’s finest air-cooled gasoline 
engines,” are maintained regard- 
less of new production peaks. 


Soldiers, sailors and fliers have 
now joined the millions of civilian 
users in proclaiming, “It’s powered 
right — when it’s powered by 
Briggs & Stratton.” 


BRIGGS & STRATTON CORP. 
yg» MILWAUKEE 1, WISCONSIN, U. S. A. 


ENLIST YOUR DOLLARS 
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ENGINES ~~ 
F 







49 








over | 


PR Cee 





WPB ISSUES COMPROMISE DIRECTIVE 
TO PROVIDE MORE CIVILIAN GOODS 


LACKS POWER OF MID-AUGUST PLAN 


Effective Oct. | new Directive expected to aid in 
getting end products produced from allocations into 


civilian channels. 


Although requesting manufactur- 


ers to set aside specified percentages of manufactur- 
ers’ production for civilian use it does not permit 
disregarding of preference ratings. 


(Washington Bureau 
of HARDWARE AGB) 

The compromise civilian goods 
directive has finally been issued 
by WPB. The directive will no 
doubt aid in getting into civilian 
channels end products produced 
from civilian allocations. How- 
ever it lacks the power of the di- 
rective issued in mid-August and 
then withdrawn because of Army 
pressure. 

The original directive directed 
manufacturers to distribute a cer- 
tain percentage of their produc- 
tion to civilian outlets, and to dis- 
regard all preference ratings ex- 
cept AAA-1l, which is an emer- 
gency rating. This would have 
stopped military and other claim- 
ant agencies from buying up sup- 
plies destined for civilians. and 
insured allotments of controlled 
materials destined for civilians 
being used for that purpose 
alone. 

The new directive, supposedly 
final and meeting with the 
Army’s approval, effective Oct. 1, 
also requests manufacturers to 
set aside a percentage of their 
production, but does not permit 
them to disregard preference 
ratings. 

The letter sent to manufactur- 
ers says, in part: 

“This letter does not authorize 
you to disregard preference 
ratings or War Production Board 
regulations or orders but if they 
prevent you from shipping the 
specified percentage you are in- 
structed to notify the War Pro- 
duction Board, Washington, 
D. C., immediately. The Board 
will then either permit you to 
disregard ratings and War Pro- 
duction Board regulations or or- 
ders to the extent necessary, or 
make whatever other adjust- 
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ments it considers appropriate.” 

In effect this means that the 
Army, Navy, Aircraft Resources 
Control Office and the United 
States Maritime Commission, 
buying direct, and any person 
buying for direct export, which 
the letter defines as other than 
civilian consumers, could dip 





into the civilian supply stockpile 
if they possessed preference 


ratings. 
However, the Office of Civilian 
Requirements should now be 


able to determine what percent- 
age, if any, of civilian allotments 
of raw materials went into prod- 
ucts which were ultimately pur- 


chased by civilians. In the past 
there was no way of determin- 
ing this. 

The directive which has al- 
ready been sent to some manu- 
facturers will cover the produc- 
tion of the items reported in the 
market report in HARDWARE AGE 
of Aug. 19 as well as liquid fuel 
lamps and lanterns, clocks and 
watches, pins, office supplies and 
many other items in various 
fields. Other items included are 
razors (not electric), razor 
blades, plated silverware, kitchen 
and household articles, cutlery, 
brushes (fiber, steel, wire), nails 
and tacks (not steel wire nails), 
east iron boilers and radiators, 
warm air distribution equipment, 
registers, stove, smoke pipe, 
warm air furnaces and domestic 
(not electric) hot water equip- 
ment, heaters, tanks and insect 
screen cloth—metal (other than 


NHA). 











OPA’S Retail Council Sets Up 
Sub Committees by Trades 


Machinery was set in motion 
Sept. 15 to develop simple and 
effective retail price control reg- 
ulations for products other than 
food. A program was laid before 
a group of trade association of- 
ficers and of the country’s fore- 
most merchants by the Office of 
Price Administration at a meet- 
ing held in the Willard Hotel, 
Washington, D. C., and it met 
with the immediate endorsement 
of those present. 

To obtain speedy results in 
dealing with the highly compli- 
cated problems of retail price 
control, a series of 16 sub-com- 
mittees was set up. Each one was 
assigned a specific responsibility 
of reporting on OPA regulations 
affecting their particular 
branches of the retail trade. The 
chairman of each sub-committee 
agreed to have his report ready 
for a meeting to be held in New 
York Oct. 19 and 20, when OPA 
officials will be present to con- 
sider the r dat 

This was the first meeting of 
the new Retail Council to advise 
OPA’s Director of Consumer 


. 
10ns. 








Goods, Reagan P. Connally, on 
retail price control for products 
other than food. Mr. Connally, 
who presided at the meeting, in 
presenting a program of action, 
suggested that two types of sub- 
committees be set up. One group 
will deal with the problems of 
different types of retail stores, 
such as hardware, drugs, depart- 
ment stores, etc.; the second will 
concentrate on problems by size 
of store, regardless of the com- 
modities involved. 

Subsequent to the meeting, Mr. 
Connally met with the represen- 
tatives of consumer and labor 


groups and it was decided to 
form a special sub-committee to 
be called the Consumer Interests 
Committee, which will stand 
ready to function in an advisory 
capacity to the sub-committees. 
Some suggestions were made 
from the floor, which will be con- 
sidered by the sub-committees. 
Mr. Connally urged that the sub- 
committees expand their research 
and analysis so as to be national 
in scope, and it was recommend- 
ed that they take advantage of 
the personnel of OPA regional 
offices in this work. Chairmen 
for the subcommittees included: 
Hardware—Harry EE. Kaiser, 
Philadelphia, president, National 
Retail Hardware Association: 
and Farm Implements—Clyde 
Tomlinson, Hillsboro, Texas, 
president, National Retail Farm 





Equipment Association. 








Cabbage Seed Pricing Method Also 


Applies 


The pricing method for sales 
by retailers of cabbage seed was 
made applicable to earlier seed 
crops as well as the 1943 crop by 
the Office of Price Administra- 
tion on Sept. 17. 

Through the issuance of 
Amendment No. 2 to Maximum 





to Earlier Seed Crops 


Price Regulation 455 (Cabbage 
Seed), the possibility of a re- 
tailer having two different sets of 
ceiling prices for cabbage seed— 
one for the 1942 and another for 
the 1943 crop—is removed. 
The amendment took 
Sept. 22, 1943. 


effect 
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Restricts Truck Deliveries 


of Dealers, Wholesalers 
Throughout United States 


ODT limits maximum number of wholesale and 
retail deliveries permitted to two a week in hard- 
Also specifies package sizes and 
weights which may not be delivered by truck. 
Parts or supplies for repairs may be delivered 


ware field. 


six times a_ week. 

Joseph B. Eastman, director of 
Defense Transportation on Sept. 
15 ordered restrictions on all 
wholesale and retail motor truck 
deliveries in the Nation. 

The restrictions are the same 
as those which have been in ef- 
fect in the 12 Eastern States and 
the District of Columbia since 
last spring. 

They will become effective at 
12:01 a.m. Monday, Oct. 11. 

The restrictions include: 

1. A prohibition against the 
retail delivery of packages which 
weigh five pounds or less or mea- 
sure 60 inches or less in length 
and girth combined. 

2. Limitations upon the fre- 
quency of retail and wholesale 
deliveries of certain commodities. 

3. A prohibition against Sun- 
day retail deliveries except of ice, 
milk or cream, and all Sunday 
wholesale deliveries except of ice. 

In announcing the extension of 
these restrictions to the rest of 
the country, Mr. Eastman said: 
“The necessity for this action has 
been carefully weighed in the 
light of the ODT’s prime respon- 
sibility to protect and maintain 
the domestic transportation fa- 
cilities essential to the successful 
prosecution of the war, and cur- 
rent conditions in the field of 
motor transport. 

But two deliveries a week are 
permitted by either wholesale or 
retail hardware concerns, except- 
ing in the case of parts or sup- 
plies for repairs on which the 
limitation is six times per week. 
These limitations refer to either 
specific customers or specific de- 
livery areas: 

The ODT’s action was taken in 
Amendment 3B to General Order 
17, issued Sept. 15. 

In addition to the restrictions 
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Effective October 11. 
imposed, the order requires all 
delivery truck operators to elim- 
inate all duplicating or overlap- 
ping routes. This does not mean, 
however, that no operator may 
duplicate the routes of another. 
The requirement is that no car- 
rier operate over a delivery route 
which duplicates or overlaps an- 
other of his own routes. 
The number of retail 





and | 





WPB, noting that “the demand | 
for cellulose acetate plastics for | 
September exceeded the August 
requests, which in turn exceeded 
the requests for July,” is taking 
action “to reduce these inflated 
demands.” Allocation orders for 
September have prohibited cellu- 
lose acetate plastics—which are 
formed by the action of acid on 
wood, cotton, or other cellulose 
material—in the following arti- 
cles for civilian use: 

Ant trap containers, combs, 
mirrors and brushes, Boy Scout 
bugles, buttons, buckles, zippers 
and slide fasteners, hairpins and 
curlers, cigaret cases, vanity 
cases, crochet hoops, and knit- 
ting needles. 

Baby teething rings, tool han- 
dles, poultry brooder fans, razor 
stropping housing, pipe bits and 
stems, soap boxes, toothbrush | 
containers, sun glasses, umbrella 








tips and ferrules, visors, house- | 
hold measuring cups, salt and | 
pepper shakers, spoons and cut- 
lery handles, strainers, and scour- 
ing pads. 

Doughnut and cookie cutters 
and measuring rulers, index tabs, 
playing cards, lunch -kits, mend- 


wholesale deliveries which may 
be made of certain commodities 
each week is the maximum which 
will be permitted, regardless of 
the type of carrier involved, the 
ODT emphasized. Thus, if a pri- 
vate carrier had used up all the 
deliveries permitted for one week, 
he would not be permitted to 
hire another carrier to make ad- 
ditional deliveries. 

Also, in many cases, the ODT 
said, Certificates of War Neces- 
sity may not provide sufficient 
gasoline to make the maximum 
number of deliveries permitted 
under the new order, but in no 
case will allotments of gasoline 
be increased merely to make it 
possible for a truck operator to 
make as many deliveries as speci- 
fied by the order. The order 
defines a retail delivery as one 
made to a person for his per- 
sonal, household or family use. 

A wholesale delivery is defined 
as one made to a place of busi- 
ness where the property or ser- 
vice will be sold at retail. 


Limits on Making of Plastic Goods 


ing kits, food graters, drawer 
knobs and pulls, hose supporters 
and suspenders, stamp pad base 
and cover, money meters, shoe 
parts, baby bottles, food mixers, 
plumbing parts handles, shower 
heads, shaving bowls, and musi- 
cal instruments. 








WALLPAPER, UNFRAMED 
PICTURES NOW UNDER 
MPR NO. 225 

Price ceilings on wallpaper 
and unframed printed pictures, 
for all sellers, will be determined 
under Maximum Price Regula- 
tion No. 225 (Printing and 
Printed Paper Commodities), the 
Office of Price Administration 
announced Sept. 15. 

Heretofore the General Maxi- 
mum Price Regulation applied to 
these two commodities, with 
highest March 1942 prices of 
each seller as his ceilings. Maxi- 
mum Price Regulation No. 225 
also uses March 1942 as the base 
date and continues the GMPR 
form of price control so this ac- 
tion will result in little or no 
change in prices or in the pric- 
ing procedure of sellers. 

This action is contained in 
Amendment No. 7 to Maximum 
Price Regulation No. 225, effec- 
tive September 20, 1943. 


The chemicals division allowed 
use of cellulose acetate plastics 
in September for such products 
as eye protection goggles, fire 
extinguisher parts, toothbrushes, 
tax tokens, bicycle grips, foun- 
tain pens, refrigerator parts, 
basket handles, book binding 
and loose leaf binders, map cases, 
starter buttons and identification 
shadges. 


. 


To Issue Nationwide Maximum Prices 
On Legumes and On Grass Seed 


A regulation establishing coun- 
trywide maximum prices on le- 
gume and grass seeds shortly will 
be issued by the Office of Price 
Administration, OPA announced 
Sept. 15. 

This regulation will cover al- 
falfa (northern, central and 


southern), medium and mammoth 
red clover, Alsike clover, sweet 
clover and timothy seed. 

Price ceilings will start at the 
farmer-producer level with un- 
processed seed and provide max- 
imum dollars-and-cents margins 





for processors, wholesalers and 
retailers. Within the processor’s 
margin allowances are to be made 
for dollars-and-cents margins for 
the independent country assem- 
bler and the country cleaner. 
Dollars-and-cents_ ceilings also 
will be provided for produce:s 
having processed seed. 

Ceiling prices for processed 
seed will be based on stated qual- 
ity specifications. Certain pre- 
miums will be allowed for State- 
certified alfalfa seed. 






@ Old Windmills 


ARE SINGING A NEW 
TUNES ¢ rf 


at. Gwe, 


A windmill lets you know when it has the headache. 
You can hear it groan a quarter of a mile away. 
Many a farmer has listened anxiously to the screech 
of dry or worn bearings, yet still was too busy to 
climb the tower and set things right. Months ago, 
Monitor dealers saw the need of reconditioning 
these old windmills, over-worked from pumping long 
hours. So they went to work — are even now re- 
cruiting idle or disabled windmills and towers. 
Baker Manufacturing Company has worked at top 
\ speed to provide new replacement parts obtain- 
able, without ration certificates, to replace damaged 
or wornout parts. Old windmills are humming a 
new tune — carrying on until new Monitor Sky 
Power streamliners can take over! 
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SH POY 425i WINDMILLS 
DISTRIBUTED BY 

BAKER MFG. CO.; Minneapolis, Minn.; Madison, Wis.) 

Fort Dodge, !c.; Cedar Rapids, la.; Omaho, Neb.; 

Kensas City, Mo.; Enid, Okla.; Hutchinson, Kon. 

AXTELL CO.; Fort Worth, Texas; Texes; 

Lubbock, Texas; San Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 
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GIMLET POINT LAG BOLTS 


@ Lamson gimlet point Lag Bolts penetrate wood 
faster, bite quick and dig deep with hand starting. 
Carefully rolled threads insure uniformity of size. 
Shanks are uniform, concentric with threads and 
heads are true and square. Black finish or galvanized. 
4 copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
Sor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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Dealers May Buy $100 of 
Copper Wire Per Quarter 
Under CMP Regulation 9 


(Washington Bureau 


of HARDWARE AGE) 


Hardware stores can now buy 


| up to $100 worth of copper wire 


in any calendar quarter under 
the terms of CMP Regulation 
9 issued Sept. 7, 1943. 

The regulation permits, retail- 
ers, radio repair shops, electrical 
appliance repair shops, and elec- 
tricians to get copper wire for 
retail sale or for household, farm 
anid small commercial repairs and 
improvements. In addition hard- 
ware stores and other outlets 
which sell copper wire to the 
general public may buy it under 


| this regulation. 


Copper wire mills and ware- 
houses are required to fill orders 
placed under this regulation in 
the same way as orders from per- 
sons who have allotments under 
CMP. 

The regulation points out that 
wholesalers cannot buy copper 
wire mill products under the new 
plan. The retail categories previ- 
ously mentioned may buy copper 
wire under this regulation unless 


| they have received an allotment 
| of copper wire by applying to 
| WPB on form CMP-4B of CMP 





Reg. 5. 

Bare or insulated wire or cable 
for electrical conduction is the 
type of wire covered by the regu- 
lation. The wire can be pur- 
chased by a retailer or repair- 
man from any supplier, and 
may also be bought from other 
retailers and repairmen without 
certificates or any other red tape. 
If the wire is to be purchased 
from a supplier the order should 
carry the following certification: 


“CMP allotment symbol V-3— 
The undersigned certifies sub- 
ject to the criminal penalties 
of section 35 (A) of the U. S. 
Criminal Code, that he is a re- 
tailer or repairmen entitled 
under CMP Regulation No. 9 
to buy the copper wire cov- 
ered by this order.” 


An order bearing this signed 
certification is an authorized 
controlled material order under 
all CMP regulations. and must be 


| recognized as such by the per- 
| son receiving it. 

| To qualify for the wire the re- 
tailer and repairman must have 
been in business on Aug. 1, 1943. 
If he needs more than the $100 
worth granted per quarter, he 
should determine as accurately 
as practicable tae dollar value of 
the copper wire he sold as a re- 
tailer or used as a repairman 
during 1941. He may buy, under 
CMP 9, up to one-eighth of that 
amount in any quarter if this 
comes to more than $100. If it 
does not, he may buy up to $100 
regardless of what he used in 
1941, 

A retailer or repairman who 
has more than one place of busi- 
ness may compute his wire needs 
on the basis of the total pur- 
chases or individually, depending 
on whether he buys centrally or 
separately for each outlet. If no 
copper wire was bought in 194) 
the $100 maximum is stil] al- 
lowed for each quarter. 

If a business has been set up 
after Aug. 1, 1943 an appeal may 
be made by the owner to local 
WPB offices for permission to 
buy copper wire. Appeals may 
also be made by persons requir- 
ing more wire than is allowed. 

The wire may be sold free of 
ratings, unless the seller knows 
that the customer will be violat- 
ing WPB orders in using the 
wire. All preference ratings (ex- 
cept AAA) and authorized con- 
trolled material orders may be 
disregarded in selling the wire. 
However, farmers’ orders sup- 
ported by certificates as pro- 
vided in PR 19 must be filled. 

Retailers are asked not to sel! 
the wire to persons who have al- 
lotments under CMP, except in 
cases where the purchaser needs 
such small quantities that it 
would not be practicable to get 
them from warehouses or wire 
mills. This provision was in- 
serted to assure the. wire being 
used for the minimum repair 
needs of the general public. 

If copper wire is to be used by 





a person who has an allotment 
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under CMP 5, then the retailer 
or repairman must get the wire 
or replace it in his inventory by 
means other than under the new 
regulation. 

The regulation also places sev- 
eral restrictions on inventories. 
Delivery of wire bought under 
CMP 9 may not be accepted if 
the inventory for that kind of 
wire already is, or will be, on ac- 
cepting the delivery, more than 
30 days’ supply for the retailer 
and 15 days’ supply for the re- 





pairman. However, if the supply | 
of any kind of copper wire on 
hand is less than the permitted 
amount, the smallest standard 
package of that kind of wire 
may be purchased even if as a 
result the supply will become 
larger than the amount specified. 
( Order M-%c 
which places certain restrictions 
on the use of copper, must be | 
observed by retailers and repair- 
men and their customers. | 


Conservation 





Slight Increase Planned in 


Galvanized Ware Production 


(Washington Burear 
of HARDWARE AGE) 
WPB’s limitation orders and 
attempt at substitutions for crit- 
ical materials has resulted in an- 
other severe shortage in a metal 
household and industrial item. 
The item is the galvanized gar- 
bage pail. 
An appeal has been made by 
WPB for civilian and commercial 
users of garbage cans to stop 


using them as containers for sand | 


for use in air-raids. 


expressed that if the lowly gar- | : psi 
| 000 cans to outlets in Louisville, | 


bage pail was used only for its 
intended purpose that something 
might be done toward alleviating 
the rapidly increasing ‘shortage. 

Production is far below nor- 
mal. About 700,000 are being 
produced every quarter at pres- 
ent, as compared with normal 
output of about 4,500,000 an- 
nually. 

The situation is aggravated by 
using them as receptacles for 
sand and fire fighting tools in 
homes, as well as aircraft and 
other factories using them as 
storage bins for small parts, nuts, 


Plambing, Heat Repair, Replacement 
Equipment Orders May Be Rerated 
Without Notice, Customer Certification 


Authority to re-rate orders for 
plumbing and heating repair and 
replacement equipment from A- 
10 to AA-5 without notice or 
certification from the customer 
was granted recently to the plumb- 
ing and heating industries by 
the War Production Board. Ac- 
tion was taken in Supplementary 
Order P-84-a. 

Order P-84 as amended 7 
21, 1943 authorized re-rating of 


orders for repair and replace- | 


ment of plumbing and heating 
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Hope was | 








| 
| 
bolts, screws, etc. WPB suggests 
using wooden bins of scrap lum- 
ber for these purposes. 

Over 900,000 garbage cans are | 
in use by the Army alone, and | 
thousands of tons of galvanized 
metal are being used for contain- 
ers for military use. 

Latest reports from WPB in- 
dicate that they would be willing 
to relax their limitations on pro- | 
duction, but here the old story, | 
‘ack of raw materials, crops up | 
to complicate the situation. 

WPB has recently released 10,- 


Ky., when the shortage there | 
threatened to bring on an epi- 
demic. In’ addition, they have 
allowed immediate production of 
4000 20-gal. cans for that city. 
It was estimated that 50,000 gar- 
bage cans might satisfy the de- | 
mands of Louisville. | 

OCR’s program for galvanized | 
goods for the fourth quarter calls | 
for a slight increase over previ- 
ous production, which has been 
estimated as only one-third of | 
1940’s output. The fourth quar- 
ter program includes all galvan- 
ized items not being restricted. | 





equipment from A-10 to AA-5. 
However, the re-rating procedure 
established by Priorities Regula- | 
tion No. 12 required the person 
placing the order to notify his 
supplier that his order was to be 
re-rated. This method would have 
caused unnecessary paper work 
| and a great delay in time for 
| suppliers. 





Supplementary Preference | 
Rating Order P-84-a, was issued | 
Sept. 4. 
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THAT WILL BE THE ALL-CLEAR 
SIGNAL FOR CONSUMER 
BUYING IN A FREE AMERICA 





merican industry is awake to 
the danger of an industrial “Pearl 
Harbor” when the war ends unless 
it plans for peacetime needs while 


it produces war materials, 


This does not indicate the slight- 
est slowing-up of the war effort. It 
has long been the habit of leaders 
in free American industry to plan 
for tomorrow's needs while produc- 


ing today’s merchandise. 


Youngstown Pressed Steel is on 
the job with the definite idea of 
getting its distributors and dealers 
back into business at the earliest 
possible moment with the best pos- 


sible product. 


An intensive study of YOUNGS- 
TOWN KITCHENS in actual use 
has revealed opportunities for the 
addition of many features, and these 
will be put into the post-war pro- 
duction schedule as fast as the time 


element will permit. 


YOUNGSTOWN PRESSED STEEL Division of MULLINS MANUFACTURING CORP. 
WARREN, OHIO 


Youngstown hutchens 


Ww IT'S OUR WAR @ LET'S FIGHT IT NOWX 
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THE HANDS 


that guide the 
tools turn the 


trade ... 
Hands that use CHAM- 


PION screw drivers turn 
the trade to those who 
sell CHAMPIONS. They 
know that CHAMPION 
drivers stay put in the 
handles. To hold a 
customer, tell him 
to “choose CHAM- 
PIONS, the screw 
drivers that stay 
put.” 


HARDWARE COMPANY 
aw EWiaw iw 


TORRINGTON. CONN. 


NEW YORM OFFICE ISI CHAMBERS 


| The new schedule provides for 


special uses. 








West, South Jobbers 


levels, the Office of Price Admin- 
istration on Sept. 14, authorized 
jobbers of hinges and _ butt 
hinges in the South and West to 
use their customary form of 
billing. 

This action, contained in 
Amendment No. 2 to Maximum 
Price Regulation 413 (Hinges 
and Butt Hinges), which be- 
came effective Sept. 20, 1943, ap- 
plies only to the jobbers located 
in Zone 2—Alabama, Arizona, 
Arkansas, California, Colorado, 
Florida, Georgia, Idaho, Kansas, 
Louisiana, Mississippi, Montana, 
Nebraska, Nevada, New Mexico, 
North Dakota, North Carolina, 
Oklahoma, Oregon, South Caro- 
lina, South Dakota, Tennessee, 
Texas, Utah, Washington and 
Wyoming. 

Under previous provisions of 
the regulations, Zone 2 jobbers 
were allowed to add actual in- 
freight cost to their sélling prices 
but were required to list the 
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May Use 
Customary Billing Practices 
In Sale of Hinges, Batt Hinges 


Maintaining prices at present) freight charges as a_ separate 


item on invoices. However, the 
jobbers in this region custom. 
arily quoted net prices, which 
included freight, and under this 
action they are permitted to con- 
tinue this practice. If they wish. 
however, they may continue to 
use the method formerly pre- 
scribed in the regulation. 

The jobber, under the amend- 
ment, may establish a new list 
price for each item which he 
sells including the delivery 
charge computed on a carload 
basis from the manufacturers’ 
shipping point to the point at 
which delivery is taken by the 
jobber, but such new list prices 
cannot exceed the maximums 
fixed by the regulation. 

The action taken by OPA to 
conform the methods prescribed 
by the regulation with industry 
practice, will relieve jobbers of 
the necessity of changing their 
customary form of billing. 





Redace Sizes, Types of Vises 


Types and sizes of vises were 
reduced from approximately 165, 
formerly manufactured, to ap- 
proximately 40 types and sizes 
through issuance on Sept. 7 of 
Schedule VI to Order L-216 by 
WPB. Through elimination of 
less necessary types and sizes of 
vises, conservation of a consider- 
able quantity of carbon steel and 
alloy steel annually is expected, 


the Tools Division of WPB said. 


elimination of heavier types of 
vises, a reduction in the number 
of intermediate sizes and cur- 
tailment of types for so-called 


Schedule VI also eliminates 
copper jaw caps by providing 
that no person shall perform any 
manufacturing operations upon 
or sell any jaw caps for vises 
made of any metal other than 
lead or lead base alloy. This 
provision will conserve an appre- 
ciable quantity of copper annu- 
ally. Exception is made for jaw 





From About 165 to 40 Types, Sizes 


stantially fabricated before Sept. 
7. 

The new schedule is expected 
to increase production of vises 
approximately 20 per cent by 
eliminating slow-moving types 
and sizes, reducing production 
time through fewer change-overs, 
and speeding the flow of mate- 
rials through tool plants. 

Types of vises which may be 
manufactured without _ restric- 
tion are listed in Table I of 
Schedule VI as pipe vises (chain, 
hinged or open jaw and open 
size); riggers’ (splicing) vises; 
patternmakers’ vises; saw vises: 
machine vises for mounting on 
drill presses, milling machines, 
etc.; tools commonly called vises 
(such as hinged jaw, hand, pin 
and lineman’s vises) which do 
not have the characteristics of a 
bench-mounted vise. 

Types of vises which may be 
manufactured only in the weights 
and jaw sizes specified are given 





caps or vises completely or sub- 


in Table II of Schedule VI. 
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MRO Ratings Re-Valued 
by Schedule Changes 


Effective Sept. 13, WPB an- 
nounced several changes in the 
relative status of certain concerns 
or activities using MRO ratings. 
This establishes, WPB says, “a 
new pattern of relative industrial 
urgency.” Schedule I agencies 
(using AA-1 rating) and sched- 
ale II agencies (using AA-2) 
have been shifted or altered in 








several particulars. At the same 
time, these schedules, which indi- 
cate the ratings assigned to pro- 
ducers of particular products and 
to particular industries, and ac- 
tivities, have been modified to 
connect them with the specific 
MRO preference rating orders 
which are applicable to specific 
industries. 


WPB Approval Needed For 
Use of Gutters, Spouting 
In Two-Story or Less Homes 


War Production 
proval for use of gutters, spout- 


Board ap- | 


} 


ing, conductor pipes and fittings | 


in dwellings of two stories or less 
is now required by order M-126 
as amended Sept. 14. Formerly 
this approval could be obtained 
through the National Housing 
Agency. 

The order also permits the use 


EXPEDITE DISTRIBUTION 
OF ANTI-FREEZE FOR 
14 WESTERN STATES 


Due to difficulties in the dis- 
tribution of volatile anti-freeze 
mixtures in 14 Western States, 
the War Production Board on 
Sept. 11 took direct action to 
see that passenger cars in those 


states are supplied before cold | 


weather sets in. 

The WPB ordered 
alcohol manufacturers with na- 
tional distribution to supply 
specified quotas to the 14 states 
upon receipt of orders from deal- 
ers. The states involved are: 
Arizona, Colorado, Idaho, Kan- 
sas, Montana, Nebraska, Nevada, 
New Mexico, North Dakota, Ore- 
gon, South Dakota, Utah, Wash- 
ington, and Wyoming. 

One cause of shortage was the 
fact that distribution was or- 
dered on the basis of last year’s 
alcohol anti-freeze shipments. 
However, last year calcium chlor- 
ide, which is now forbidden, dis- 
placed alcohol mixtures to some 
extent. Areas where this oc- 
curred now find themselves short 
of anti-freeze supply. Another 
difficulty has been that some 
manufacturers have given pref- 
erence to states nearest points 
of production. 

Under the directives issued 
Sept. 11 by the WPB Chemicals 
Division each of the 14 states 
will receive a supply equal to 


industrial 
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of all kinds of steel for siding for 
railroad, freight and passenger 
cars, street cars and busses and 
maintenance and repair. The use 
of any steel except Bessemer- 
processed steel for all other pur- 
poses is prohibited. It also lifted 
the ban on manufacture of pipe 


cleaners. 


one-and-one-half gallons per pas- 


| : 
| senger car registered. Manufac- 





turers were instructed to fill all 
orders up to their quotas assign- 
ments by Oct. 15. 





FREE SOME COTTON DUCK 
FOR CIVILIAN USE 


The War Production Board 
acted Sept. 7 to free certain types 
of cotton duck for civilian use. 
Order M-91 was amended to re- 
lease army duck, woven awning 
stripe duck, shoe duck, single 
yarn filter duck and twill, single 
and double filling duck and 
ounce duck from _ restrictions 
limiting their sale to the Armed 
Services and for certain indus- 
trial uses. Order M-91 as orig- 
inally issued was designed to 
meet a critical situation in the 
production of cotton duck for the 
Armed Services. The order took 
control of all cotton duck, 
whether in inventory or from cur- 
rent production and made it 
available only for military and 
for certain essential civilian uses. 

The order does, however, main- 
tain control over the distribution 
of the types of duck which are 
needed currently by the Armed 
Services and over certain types 
of duck used primarily for in- 
dustrial purposes. This amended 
order also greatly simplifies the 
wording of the order and elimi- 
nates all certification require- 
ments on the part of purchasers. 








Hcp your CUSTOmy 
Pon 


ano YOU'LL ADD POWER 
Se To THe WAR EFFORT ! 


Everyone knows fuel is vital for Victory. | But many 
civilians do not yet fully realize how limited is our 





total fuel supply . . . how urgent it is to conserve 
fuel on the home front, to insure a plentiful supply 
| for the fighting front. 


As a Dealer in heating and cooking equipment, you 
can aid the war effort materially by doing these 
things: 


@ Urge customers to lay in 
fuel supplies mow, to re- 
lieve congestion of orders 
and ease the transportation 
load. 


@ Recommend home insula- 
tion, weatherstripping 
storm doors and windows 
—to keep heat in and cold 
out ... make fuel go far- 
ther. 


@ Point out to customers the 
advantages of keeping 
cooking and heating equip- 
ment in first-class condi- 
tion, for maximum service 
gn minimum fuel. . . place 
orders promptly for re- 
pairs and new equipment. 


YOUR HELP IS URGENTLY NEEDED. 
DON'T FAIL TO DO YOUR PART! 


ALLEN MANUFACTURING COMPANY 


NASHVILLE, TENNESSEE 
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While still engaged mainly in 
supplying Uncle Sam, a part of 
ALLEN stove production is now 
devoted to civilian needs. 


PARLOR FURNACES * 
PRINCESS RANGES»? 
STREAMLINE 
RANGE ETERNAL 





It Costs Money to go fo Berlin... 
BUY WAR BONDS NOW! 











Time Is 
Rationed, Too 


WICE a week I'm at the Red Cross all day. There's 

no OPA to ration my time, but I have to make 
every hour count. I rush in at 5:30, toss off my hat, and 
hurry to get dinner ready by six. That's when a cook's 
best friend is her skillet. But I think my best friend is 
the Giant Burner on my Grand Range, which does such 
a fast job of cooking an appetizing meal, ready to put 
on the table piping hot by the time Jack gets home. 
The Giant Burner is only one of a dozen ways that my 
Grand saves me precious time 
and effort. And some day, when 
the new Grands are ready after 


the war, I’m going to have the 





latest, most modern model. 


WHEN PEACE COMES...1IT WILL BE GRAND 











Ath Quarter Steel 
Allotment for OCR 
Increased 50,000 Tons 


Increase above allotment for 1943 
3rd quarter will permit slight increase 
in production of some plumbing, heating 
lines and in some household items for 


needs essential to civilian economy. 


(Washington Bureau 
of HARDWARE AGE) 


There has been much talk re- 
cently concerning resumption of 


{ civilian production on many 


of the items the average hard- 
ware dealer carries. Responsible 
journals have said production 
of many items, specifying food 
dehydrators, electric irons, toast- 
ers, washing machines and other 
| electrical appliances would be 
started again. This production 
was to be resumed in the “near 
future,” which might mean any 
one of a number of things. 

| A check in Washington re- 
veals something different than 
these “wishful thinkers” would 
have believed. But the picture is 
still not too black. The fourth 
quarter of the year has begun. 
For this quarter the Office of 
Civilian Requirements was 
granted 50,000 more tons of 
steel for essential civilian goods 
than was alloted for that pur- 
pose in the previous quarter. 
In addition, WPB has issued a 
directive which instructs manu- 
facturers to set aside a specific 
portion of their output for 
civilians. This action should in- 
sure some of the civilian steel 
going into end products for 
civilians. 

This steel will be used to pro- 
duce slightly increased quantities 
of many household items and 
some in the building materials 
and plumbing and heating lines, 
as has been reported in Harp- 
ware Ace many times. The 
articles mentioned above were 
not included in OCR’s produc- 
tion plans. Since WPB an- 
nounced that its allocations for 
the fourth quarter were final, it 
seems an impossibility that any 
| new materials will be allocated 
this year for these products. 
| WPB’s view is that if the 








production of any item becomes 


| essential to the well-being ot 


the civilian economy, then it is 
also essential to the war efiort. 
In this case, production would 
be allowed as far as it is neces- 
sary to fill that essential need. 
But this is far from resump- 
tion of production on a prewat 
scale. 

It might be well to run through 
the items which have been dis- 
cussed in relation to allowing 
production. Production of food 
dehydrators hase been going on 
and will continue for a short 
time, but it is estimated that 
most needs for this item have 
been filled. Electric irons have 
been considered essential and 
plans are now underway for 
small scale production. Wash- 
ing machines are needed, but if 
is reported unofficially that al- 
though WPB had a production 
program ready for this year, due 
to lack of materials it was 
scrapped. 

In relation to electrical appli- 
ances OCR officials report that 
there are existing inventories of 
parts of many appliances. These 
officials also said that it is very 
likely that WPB would permit 
the assembling of these parts 
before the end of the year and 
early in 1944. But here again. 
this is not prewar production. 

Summing up the situation for 
this year, increased quantities o! 
some items will be produced, 
due to OCR’s increased allot- 
ment of steel, but will be only 
to fill essential needs. 

OCR is now laying plans for 
the first quarter requests for ma- 
terials for 1944. It is increasing 
the number of items it would 
like produced, as well as in- 
creasing the number of those 
on which production is now per- 
mitted. 


HARDWARE AGE 
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However, prewar production | 


is still a long way off. Since 
steel is the basic ingredient of 
most metal products a check was 
made by Harpware Ace of the 
steel supply situation and _ its 
relation to civilian production, 
There exists a view in Wash- 
ington that, as far as the un- 


certainties of war make it pos- | 


sible, the pattern of the military 
program is so well shaped and 


the trend of the war so satis- | 


factory that the day of civilian 
production on a prewar scale 
is not far distant. 

This type of thinking is dis- 
couraged by WPB and the armed 
services for fear that it will de- 
velop a psychological letdown at 


the cost of production that is | 


urgently vital to victory. How- 
ever, there is little doubt that 
when Allied victory in Europe 
comes, the military demand for 
steel will decline measurably so 





| Thinking in terms of early 
and large civilian supplies has 
grown partly out of readjust- 
ments of war contracts with cut- 
| backs and cancellations. These 
afforded some civilian outlets 
for steel. But these may prove 


there has been slackening in 
programs by reasons of 
changes in methods, there has 
been a tightening and growth 
of demand in other directions. 

It appears as though civilian 
goods production will increase as 


some 


the war progresses in the Allies | 


favor, but only to satisfy essen- 
tial needs. These needs will be- 
come greater as articles begin 
to wear out and become use- 
less, which will account for 
| larger production quotas. But 
| the day of prewar production 


| will have to wait until victory 


. * *fs le 
that the most essential civilian! is won. 


Amend Reg. W on $10 or Lower Sales 


Regulation W, concerning con- ; the 


sumer credit sales was recently 
amended as to sales of listed 
articles having a cash price of 
$10.00 or less. Amendment 10, | 
effective Aug. 30 states in part, | 
that “In case a Registrant makes | 
a charge sale of a listed article | 
the cash price of which is $10.00 
or less, he shall not be deemed 
to have violated section 5 (b) if | 





SOME COAL STOKER | 
SERVICE CHARGES | 
UNDER MPR 165 


Services for coal stokers hav- 
ing a maximum capacity of un- 
der 1,200 Ibs. of coal per hour 
on Sept. 15 were transferred 
from the General] Maximum 
Price Regulation and placed un- 
der coverage of the services regu- 
lation by the Office of Price Ad- 
ministration. 

The action places services for 
this type of coal stokers under 
the same measure covering ser- 
vices for oil burners burning No. 
5 oil or lighter, since both the 
automatic heating devices use, in 
the main, the same type of con- 
trols and are serviced by the 
same class of mechanics. 

The main reason for the action 
was administrative, since it will 
permit OPA to regulate the sup- 
pliers of the services for both of 
these types of heating devices un- 
der the same regulation. The ac- 
tion should have no effect on 
present prices for the services, 
which are at the level of those 
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person authorizing such 
sale on behalf of the Registrant 
acts in good faith without | 
knowledge that the customer's | 
charge account is in default and | 
in any event within 15 days | 
from the date of sale, makes a 
request of the customer that he 
either return the article or else 
pay for it in full immediately.” 


permitted under Regulation 165 
(Services), since both regula- 
tions are based on March 1942 
levels. | 

Prior to the action, repair and 
maintenance services for coal 
stokers were under the General 
Maximum Price Regulation. The 
transfer of control was accom- 
plished by Amendment No. 29 | 
to ‘Ragulation 165, which be- 
comes effective September 21. 
1943. 


EXTEND FARM EXEMPTION | 
UNDER L-123 TO DEC. 1 


Exemption from rating restric- 
tions of Limitation Order L-123 
for items of general industrial | 
equipment frequently used on 
farms has been extended from 
Sept. 1 to Dec. 1, 1943, by 
Amendment I of the order, issued 
by the War Production Board. 
Farmers may obtain these items 
without A-l-c or higher ratings 
by certifying to their dealers that 
they are farmers and need the 
equipment in operating their 
farms. 





needs probably can be satisfied. , 


iba 


cutbacks and cancellations have | 


to be only temporary, for where | 
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AY etting ezvice 


Records 
ON EVERY FRONT 


In the armed forces, and in war plants throughout the 
nation, Witt Heavy Duty Cans are standing up under 
long, hard usage . . . providing safe storage for foods, 


liquids, chemicals, ammunition, and waste . . 


. help- 


ing prevent destructive fires. And this same rugged, 
dependable service will be available to your regular 
customers when Witt Cans are again distributed for 


civilian use. 
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News of the Trade | 


(Continued from page 48) 











RECENT ARMY-NAVY “E” 
PRODUCTION AWARDS 


} 


| 


The Carborundum Co., Niagara | 


Falls, N. Y. 

Chicago Wheel Mfg. Co., Chi- 
cago, Ill. 

*Colt’s Patent Fire Arms Mfg. 
Co., Hartford, Conn. 

Jackes-Evans Mfg. 
Louis, Mo. 


Co., St. 


McCormick & Co., Inc., Belti- | 


more, Md. 


Nash-Kelvinator Corp. 


(Pro- | 


pellor Division), Lansing, Mich. | 


“White Star added to “E.” 


WPB EXHIBIT SHOWS 
STARTLING USES OF 
PAPER FOR HARD GOODS 

The War Products Develop- 
ment Section of WPB’s Pulp & 
Paper Division, which serves as 


a clearing house between indus- | 
try and war agencies has now | 


on exhibit many items of hard- 
ware formerly molded or stamped 
from metal which are now avail- 
able in new paper base plastics 
and laminates. 
offer an especially promising field 


Household appliances from 
disposable cooking plates to 
kitchen garbage dispensers are 
included in the Washington dis- 
play. Among other items are: 
ash cans; refrigerator panels; 
clock cases; light reflectors; 
paper-towel holders and _ towel- 
ing; dust pans; trays; paper rugs 
and paper matting; tissue paper 
cords; plastic-covered paper but- 
tons; paper bowls and disposa- 
ble paper plates; paper-base 
plastic kitchenware and 
handles. 


WPB FORMS STEEL 
CONTROLS ADVISORY 
COMMITTEE 

WPB has recently announced 
the formation of the Steel Con- 
trols Industry Advisory Commit- 
tee with government presiding 


officers W. A. Hauck. The com- 


38 


Handles for tools | 


| He is 


knife | 





7 
mittee members are: 
Bonte, Republic Steel Corp.. 
Cleveland, Ohio; F. R. Brugler, 


Bethlehem Steel Co., Bethlehem, 


Pa.; E. L. Resler, Jones & Laugh- 
lin Steel Corp., Pittsburgh, Pa.; 
Neele E. Stearns, Inland Steel 
Co., Chicago, Ill.; and H. C. 
Stringfield, U. S. Steel Corp. of 
Delaware, Pittsburgh, Pa. 


OPA APPOINTS BOILER, 
RADIATOR COMMITTEE 


OPA recently appointed eight 


| executives engaged in the manu- 


William | 


facture of cast iron boilers and 
radiators to serve on the Cast 
Iron Boiler & Radiator Industry 
Advisory Committee. They are: 

Virgel A. Good, sales manager. 
Burnham Boiler Corp., Irvington, 


| vice-president, National Radiator 


Pa.; Irving L. 
International 


Johnston, 
president, 


Co., 
Jones, 


| Heater Co., Utica, N. Y.; Max 


N. Y.; Ralph P. Henderson, vice- | 


president in charge of sales, 
United States Radiator Corp., 
Detroit, Mich.; L. N. 


D. Rose, assistant general sales 
manager, American Radiator & 
Standard Sanitary Corp., Pitts- 
burgh, Pa.; Carl Sawade, mana- 
ger, Utica Radiator Co., Utica. 
N. Y.; Stanley K. Smith, vice- 
president, H. B. Smith Co., West- 
field, Mass.; and William R. 
Stokwell, manager, manufactur. 
ing division, Wail-McLain Co.. 


Hunter, | Michigan City, Ind. 








OBITUARIES 








FREDERICK W. MAGEE 


Frederick W. Magee, 70, vice- 
president and one of the founders 
of the Bunting Hardware Co., 
Kansas City, Mo., passed away 





FREDERICK W. MAGEE 


recently of heart disease at his 
home, in Independence, Mo. With 


, . | George ine Sr. ne ». 
for these plastics reports WPB. | George H. Bunting, Sr., now de 


ceased, Mr. Magee entered the 
hardware business in 1901 in a 
one-room store, and built it into 
one of Kansas City’s best known 
hardware concerns. Mr. Magee 
was nationally known as an ex- 
pert builder’s hardware engineer. 
survived by a_ brother, 
Harry Magee, London, Canada, 
and two sisters, Mrs. Kathleen 
Martindale, Philadelphia, Pa.. 
and Mrs. Annie Yates of Canada. 


MRS. F. H. PAYNE 


Mary Blake Payne, wife of 
Col. Frederick H. Payne, chair- 
man, Greenfield Tap & Die Corp., 
Greenfield, Mass., passed away 
recently at her home in that 
city, following a long illness. Col. 
and Mrs. Payne were married in 
1900, at which time her husband 
was affiliated with the First Na- 
tional Bank & Trust Co., Green- 
field, Mass. Later they moved to 


Boston where Col. Payne became 


president of the Mechanics Trust | 


Co. In 1912 when Col. Payne 
was one of the organizers of the 
Greenfield Tap & Die Corp. they 
returned to Greenfield. From 
1930 to 1933, when Col. Payne 
was Assistant Secretary of War, 
they made their home in Wash- 


| ington, D. C., entertaining many 


| nance Director with 


officers and government officials. 
For the past 10 years Col. and 
Mrs. Payne had made their home 
in Greenfield, Col. Payne resum- 
ing his post as Assistant Ord- 
headquar- 


| ters in Hartford, Conn. 


Surviving are Col. Payne, two 
sons and a daughter. 


ROBERT P. ELLIOTT 


Robert Peel Elliott, 50, secre- 
tary of the California Hardware 
Co., Los Angeles, Calif., whole- 


| salers, passed away recently. Mr. 





Elliott, who was a member of the 
96th Flying Squadron :n the first 


| 





World War, was also a director | 
of the State Mutual Building & | 


Loan Association. He is sur- 
vived by his widow, Mrs. Mary 
R. Elliott, and a son, John Mac- 
Kay Elliott, Il, who is in pre- 
liminary flight training for the 
Naval Air Force. 


JOHN M. LOFTON, SR. 


John M. Lofton, Sr., 76, re- 
cently passed away at his home 
in Little Rock, Ark. Mr. Lofton 
was representative for Hibbard, 
Spencer, Bartlett & Co., Chicago, 


Ill., in the Arkansas territory for | 
| 44 years. 


CHARLES BARTH 

Charles A. Barth, president 
and general manager of the Su- 
perior Sheet Metal Works Co., 
Inc., Indianapolis, Ind., manu- 
facturers of Marvel gravity cream 
separator, recently passed away. 
Mr. Barth was well known among 
the hardware jobbers throughout 
the country. 


GEORGE RUBINO 


George Rubino, 75, retired 
Brooklyn, N. Y., hardware 
dealer, passed away Sept. 10 at 
his home in Garden City, Long 
Island, N. Y. He had conducted 
a hardware store at 3rd Ave. and 
Eighth St., Brooklyn, for more 
than 30 years, having disposed of 
his business some years back. He 
was well known among hardware- 
men in Brooklyn and was a 
prominent member of the Elks 
lodge in that borough. 


HENRY BRUEGGEMANN 


Henry L. Brueggemann, direc- 
tor of purchases for Acme Steel 
Corp., Chicago, IIll., passed away 
recently of a heart attack at his 
home in Palos Park, II]. He went 
to Acme Steel Co., as purchasing 
agent in 1934, which position he 
held until his appointment as 
director a year ago. During the 
first World War he served in the 
U. S. Navy as a seaman where 
he rose to the rank of boat- 
swain’s mate. He also served 
under General Pershing in the 
Mexican War. Mr. Brueggemann 
is survived by his wife, Eleanor 
F. Brueggemann. 
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You needn’t run 






for Congress 





Farmers are just like other folks, only more so. For example, statistics show that but 23% 
of the big-city public can name their congressmen, while 67% of the farmers can name 
theirs! Farmers keep a weather eye on their vital interests. And because they know what 
they want, and aim to get it, you can make your name a “buy-word.” Simply meet rural 
customers half way. Stock and show the products they know about and believe in—the 


products they’ve seen advertised in the FARM JOURNAL. 


Rural Americans’ income has increased by billions. They’re putting a large part of it in 
war bonds, and spending a still more enormous part for things they want and need. Of the 
2,700,000 rural families who read the FARM JOURNAL, many live in your own area. Use 
the FARM JOURNAL for your selling guide and they'll be your most profitable customers. 


These are the products in your line advertised in current issues of the 


FARM JOURNAL. Display them. 








ALCOA ALUMINUM 

ATFA GUM TURPENTINE 

BAG BALM 

BAL JARS & CAPS 

“BLACK LEAF 40” 

BOND FLASHLIGHT BATTERIES 

CARBORUNDUM FILES 

CAT'S PAW RUBBER HEELS 
AND SOLES 

CHORE GIRL CLEANER 

CLOROX 

COLEMAN APPLIANCES 

CYANOGAS 

DISSTON'S SAWS 


EVEREADY FLASHLIGHT BATTERIES 


FRIGIDAIRE 
FULL-O-PEP FEEDS 
GENERAL ELECTRIC 


GOLDEN FLEECE POT CLEANER 
HARRINGTON & RICHARDSON 
ARMS 
DR. HESS & CLARK 
PAN-A-MIN 
HUENEFELD KEROSENE 
STOVES 
KALAMAZOO STOVES 
KERR JARS & CAPS 
LARRO FEEDS 
MYERS WATER SYSTEMS 
NATIONAL PRESSURE COOKERS 
NORGE 
PARMAK ELECTRIC FENCER 
PHILCO PRODUCTS 
PINCOR MOTORS 
PLUMB HAMMERS & AXLES 
PRATT'S M-K WORM CAPSULES 
PRATT'S POULTRY REGULATOR 


PRESTO DURA-GLASS JARS 

PURINA FEEDS 

PYREX WARE 

RCA PRODUCTS 

REMINGTON ARMS 

REPUBLIC STEEL 

DR. SALSBURY'S PRODUCTS 

SANI-FLUSH 

STEVENS’ GUNS 

TOXITE 

U. S. STEEL 

WARM MORNING STOVES 

WESTERN CARTRIDGES 

WESTINGHOUSE PRODUCTS 

WINCHESTER GUNS 

WINCHESTER FLASHLIGHT 
BATTERIES 

ZENITH RADIOS 


Of the 
FIRST FOUR 
ONLY ONE 
covers the rural market 
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JOURNAL | 











Successful merchandising is based on facts. Write today and have us tell you how many 
FARM JOURNAL subscribers live in your own county. In two out of three U. S. counties 
(practically all but the metropolitan areas) the FARM JOURNAL has more readers than 
Life, The Saturday Evening Post, or Collier's. 


GRAHAM PATTERSON, Publisher 


SEPTEMBER 30. 





1943 
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Washington Square, PHILADELPHIA 








Take Care of Your Store Equipment! 


The first of a series of three articles on 
this subject which is so important today. 
The remaining articles in the series will 
appear in early issues of Hardware Age. 


es oo ROR ae retail hardware store requires certain store equip- 

ment and store supplies. Today, much of this material is difficult, if not 
impossible, to obtain. It behooves every owner and employee in the hard- 
ware store to conserve supplies and to take the best care of store equip- 
ment that is possible. 

Store equipment for hardware firms includes shop tools, sales slip ma- 
chines, cash registers, check writers, typewriters, adding machines, hand 
trucks, electric fans used for cooling and circulating purposes, store dis- 
play equipment, and lighting fixtures. Store supplies comprise account- 
ing and record forms, wrapping paper, wrapping cord, sweeping com- 
pound, paper bags, etc. 

Give store equipment proper care and it will last longer. Maintain it 
properly and it will do better work. Let the following list of “things to 
do” guide you in taking proper care of your equipment. 


* 
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Arrange all shop tools on a board 
facing the work bench. Have a place 


there for every tool. Ko 


Shop Tools 


1—Arrange all tools on tool boards on the wall in front of work 
benches. 

2—Use wire hooks to hold tools in place. 

3—Hold tools so they can be easily removed from the board. 

4—Have a place for every tool. 

5—Encourage employees to return tools to their proper places on 
the tool boards. 

(Establish a tool board in the receiving department for tools 
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used in unpacking and packing goods. 


Paint a red band on some part of 
every shop tool to identify it as 
equipment of the store. 


7—Show location of various tools by painting the spot occupied by 
the tool with a bright-colored paint such as red or orange. Deter- 
mine spots by tracing a line around the outside edges of the tool 
with the tool held in place. 
8—Paint backgrounds of tool boards a grey or other neutral color. 
Colored spots of tool will show up vividly against such a back- 
ground and it will remind workmen to replace tools that they 
have used. 
9—Use tools for the jobs for which they were designed. 
10—Caution employees about abusing tools, many of which cannot 
be replaced today. 
11—Keep all tools in first class working order. Chisels, saws, auger 
and drill bits, etc., must be sharpened occasionally. Other tools 





bw tools = ee “y for + a must be cleaned, lubricated and adjusted from time to time. 

ey were designed. screw driver = : : 

bE rcencg - apnnel pagpager Pons ge 12—Place tools with cutting edges on tool boards so that edges are 
pin punch. protected. 
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keep your 
coves on... 


> LCONOMASTER ¢ 


The future 
belongs to those 


who prepare for it. 


Live Distributors—Write NOW! 
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TOMORROW — Top Line Electric 
Heaters and Fans. 


TODAY AND TOMORROW — 
Happy Valley Chairs — Cinderella 
Step Stools — Moto-Home Utility 
Cabinets—Top Line Wooden Toys, 
Guns, Carts, Swings—and the Top 
Line Home Dehydrator. 


Buy Whar Bonds Today— ye 


Top Line Appliances tomorrow! 








13—Use signs and show cards to remind employees to replace tools, 
to use them properly, and to give them proper care. 

14—Paint a red band on some part of every shop tool to identify it as 
equipment of the store. This will curb and help check employees’ 
tendencies to use new tools from stock. 

5—Give each employee a 6 ft. rule, pair of pliers, and small size 
screw driver as personal equipment for use on the job. This 
equipment should be carried in store work coat or on employees 
person at all times. 


Cash Registers 


1—Push buttons firmly with fingers when recording sales. Do not 
bang keys or strike with solid object. 

2—Ring up sale carefully on hand operated registers. 

3—Stop cash drawer as it is released, thus avoiding unnecessary 
banging. 

4—Close cash drawer carefully when the act of making change has 
been completed. 


5—Oil machine at specified intervals according to directions of the Give every employee a 6-ft. rule. 


pair of pliers and screw driver as 
manufacturer. personal equipment for use on the 
6—Have a complete inspection and cleaning job performed on the job. They can be carried in his 
register at regular periods. regulation store coat. 
—See that ink pads are re-inked periodically so that all transactions 
will be clearly indicated on tape. 
-Dust the register just as you would dust any other piece of 
equipment in the store. 
Keep glass on the register clean. 
Keep outside of register free of papers. memos, etc. It is not a 
file and should not be used as one. 


= 
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Typewriters 


1—Dust machine thoroughly every day. 

2—Keep the cover on it when it is not in use. 

$—Brush the type with a stiff brush frequently to insure first-class 
work. 
Clean dirt and lint from carriage and other exposed portions of 
the meghanism. 
Oil according to the directions of the manufacturer. 
Be careful not to bend, twist, or spring any part of the ribbon 
mechanism when you change the ribbon. 
Save all metal ribbon spools. 
Have typewriter completely checked and cleaned by a reliable 
repair firm once a year—oftener if it is used a lot. 
Install typewriter in a desk designed for this purpose so as to 
eliminate any danger of the machine being damaged or broken. 
-Fasten machine securely to typewriter stand if desk is not avail- 
able. Select a stand that is solid and one that cannot be upset 


Keep the typewriter covered when easily. 


not in use. Fasten the machine se- 
curely to a typewriter stand if a 
desk is not available. 


How to take care of adding machines, check writers, elec- 
tric fans, and display equipment, will be discussed in the sec- 
ond article in this series. This will appear in an early issue. 
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“Wire and more wire” is the call today 
ghting forces. Our duty lies in 
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Because of this condition, we as manu- 
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today faces serious merchandise shortages. 


















We believe that today, more than ever, 
, . , ‘ and rigidit LEGS 
our reputation for fair business practices gidity The of , 
da dependable product, rigidl ded & Whitney are 
and a dependable produc , rigidly guar e COWELED, : 
for the past 65 years, will come to our aid. ANDCHUCKED 
We feel that the hardware trade will re- 
member the reliable Cortland Brands of and glued into the frame. 





wire products against the time when it 


will again be our privilege to serve them 





The fabric of a Whitney is tightly 






more fully. 
WICKWIRE BROTHERS, INC. 
CORTLAND, NEW YORK 
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Show Floor Coverings, Motor Oil and 
Home Creamery Supplies in October 
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FLOOR 
COVERING 
DISPLAY 


MERCHANDISE: 
Six-foot and three- 
foot samples of floor 
covering patterns, al- 
so inlaid linoleum 
sample blocks, lino- 
leum cement, lino- 
leum paste, linoleum 
knife, paste spreader. 

BACKGROUND: 
Center panel of red 
corrugated board or 
painted wallboard. 
Cut-out letters § in 
white. Sample rolls 
used in place of side 

panels 














MOTOR OIL 
DISPLAY 


MERCHANDISE: 


Twe-gailon cans of 
various grades and 
types of motor oil, 
axle grease in sev- 
eral size containers. 
cup grease, house- 
hold oil, gun oil, oil 
cans, grease gun 


HOME 
CREAMERY 
SUPPLIES 
DISPLAY 


MERCHANDISE: 
Glass churns, wood 
churns of several 
types. milk pails, 
strainers, fiiter disk. 
wood bowls, butter 
paddies. butter 
molds, glass butter 
dishes, wax paper. 

BACKGROUND: 
Panels of dark 
brown corrugated 
board or painted 
wallboard. Division 
strips in yellow. Cut- 
out letters in yellow. 
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War Construction Calls For 
BITS OF MANY SIZES 


There is hardly a type of war work involving 
wood that does not require auger bits of sev- 
eral sizes. When workmen are provided with 
full sets, they make better time, eliminate con- 
struction “bottle necks.” 


Russell Jennings Auger Bits come in graded 
sets, in compartmented wooden boxes or handy 
canvas rolls. The following are standard as- 
sortments: 


13 Bits (one each: 4, 5, 6, 7, 8, 9, 10, II, 12, 13, 14, 
15 & 16 sixteenths—all with double-thread screw 
points). 

It Bits (one each: 4, 5, 6, 7, 8, 9, 10, 11 & 12 six- 
teenths. All have double-thread screw points 
except 8 and 10. These sizes, generally used for 
mortising doors, have “quick boring" points). 

9 Bits [one each: 4, 5, 6, 7, 8, 10, 12, 14 & 16 six- 
teenths). Or (one each: 4, 5, 6, 7, 8, 9, 10, II 
& 12 sixteenths). 


7 Bits {one each: 4, 6, 8, 10, 12, 14 & 16 sixteenths). 


Fsvell Fonninge 


AUGER BITS 





THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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This Is the Hardware Outlook 
As Seen by Leading Manufacturers 


intend to increase our capacity to a 
point where new dealers and _per- 
haps jobbers, in some _ instances, 
might be added, taken either from 
our files from prospective customers 
turned down since last November, or 
from new accounts who might be 
interested in taking on the line 
again when we can open it up. 

As a closing word, it might be 
interesting to note, that we are doing 
a considerable amount of investigat- 
ing and planning work for the post- 
war period. 

. + * 
“We cannot request a priority, 
yet an order received without 
one often takes weeks to fill. 
We have recently published a 
small, complete line of chil- 
dren’s books.” 


by Gordon E. James, Sales Mgr., 
The American Crayon Co., 


Sandusky, Ohio 


We are in a peculiar position in 
that most items of our manufacture 
do not require priorities, yet the 
amount of business received from 
sources who can supply priority, and 
who do so often, uses up our stock 
as fast as we can make it. In other 
words, we cannot request a priority. 
yet an order received without one 
often takes weeks to fill. 

We are, like most everyone else, 
in that it takes longer to get mer- 
chandise produced today in spite of 
the increased demand. This then 
means that deliveries will be slower 
than in normal times. 

When we saw this situation de- 
veloping with the possibility that at 
any time we might be forced to seri- 
ously curtail the manufacture of 
some lines, we developed allied lines 
which we hoped might partially re- 
place our regular items. As a result, 
we have recently published a small 
but complete line of children’s story 
books. 

Books are not on any priority list 
and we have quantities of these 21 
numbers available. 

If through this line of children’s 
story books we can help hardware 
dealers maintain volume, we will be 
happy. Many dealers will develop 
some nice business with a depart- 
ment of children’s books, and when 
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(Continued from page 38) 


this happens both of us will have a 
nice unit of sales that will fit in well 
with any post-war program for our- 
selves. our jobbers, and our dealers. 
* * * 
“A number of items for civilian 
use are stocked a little ahead. 
We are booking orders in full 
anticipation of being able to 
ship in from 50 to 60 days.” 


by Jos. S. McGrath, Ad. Dept., 
Chas. D. Briddell, Inc., 
Crisfield, Md. 


These Briddell - made hand tools 
and other merchandise can be had 
by the trade without priority rat- 
ings: oyster tongs, clam tongs, clam 
rakes, oyster tong shafts, oyster 
knives, clam knives, crab knives. 
cleaners, fish splitters, ice picks. 
ice crushing sets, tobacco spears. 
scallop knives. 

On the following it will be neces- 
sary to file Form WPB-547 (for- 
merly PD-1X) ; bars, grapnels, awls. 

The Briddell plant is working 
round-the-clock, chiefly on Govern- 
ment and Lend-Lease orders, but a 
number of items for civilian use are 
already stocked a little ahead, while 
others are being shipped as com- 
pleted. Anyhow, we are booking or- 
ders in full anticipation of being 
able to ship in from 50 to 60 days. 

se * * 
“Can furnish door closers with 
or without priority when sold 
in accordance with L-236. Will 
produce new rim latch for 
screen and storm doors and a 
door stop in 60 days.” 


by Frank W. Newell, President, 
Newell Manufacturing Co., 
Lowell, Mich. 


We recently received permission 
from the WPB to finish fabrication 
of a quantity of door closers which 
we distributed through the jobbers. 
We tried to give each jobber a share 
equal to his normal purchases. We 
have just recently shipped the last 
of these. 

At the present time we can fur- 
nish door closers without priority 
when sold in accordance with WPB 
order L-236. 

We are now working on a new 
type rim latch for screen and storm 


doors. The principle is entirely dif- 
ferent and will latch perfectly when 
used in conjunction with a door 
closer. The WPB has alloted us a 
quantity of steel and we expect to 
be in production within 60 days. 
Will accept orders with or without 
priority in limited quantities. 

We are also working on a door 
stop which is made from wood and 
steel. We expect to have it ready 
for market in about sixty days. 

* * * 
“At the present time and for as 
far ahead as we can see no 
merchandise can be expected. 
Post-war plans progressing.” 


by R. M. Oliver, 
Proctor Electric Co., 
(Div. Proctor & Schwartz, Inc.) 
Philadelphia, Pa. 


At the present time and certainly 
for as far ahead as we can now see. 
no merchandise can be expected 
There has been some talk about a 
limited quantity of materials being 
released for the production of elec- 
tric irons but up to the present time 
the conversation has not crystallized 
into anything remotely resembling a 
War Production Board directive 
which would permit any manufac- 
turers to get back into the iron busi- 
ness in even the most modest way. 

Post-war plans— Every possible 
safeguard for Proctor appliance 
users was put into effect. Our num- 
ber one desire was to make certain 
that people who purchased Proctor 
appliances would continue to get the 
service for which they paid. 

The next step in our post-war 
plan was a decision to continue our 
national magazine advertising in 
both consumer and trade publica- 
tions. This was done without inter- 
ruption. 

The third step in Proctor’s post- 
war planning program has been re- 
search. We are utilizing the present 
period to continue product develop- 
ment research and make exhaustive 
consumer studies, both among the 
users of Proctor appliances and 
those who use competitive appli- 
ances. 

Step four in our post-war program 
has been the Proctor appliance re- 
storation plan. This plan is aimed 
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WATERPROOF 
WET BASEMENTS 


Seli DRYE for hasement and cistern leaks ON THE 
INSIDE .. . in concrete, brick or stone. Easy to use. 


Makes quick, durable repairs on cement and iron; silos, | 


floors, etc. Successfully used by thousands. IMMEDIATE DELIVERIES. 


pone BUY FROM THESE JOBBERS 


The Galloway-James Co. American Plumbing Supply Co. 
National Wallpaper Co. Milwaukee, Wis. 
Service Paint & Paper Co. Ogletree Builders Supply, Inc. 
Baltimore, Md. Mt. Vernon, II. 
John F. Yoch Material Co. **Betterby”’ 
Belleville, it. 220 Sth Ave. New York City 
The Louis H. Bolce Co. Michael Hdwe. Co. 
Kruse Hardware Co. Paducha, Ky. 
Cincinnati, 0. Bullington Paint Co. 
The Dean & Barry Co. Virginia-Carolina Paint Co 
Smith Bros. Nardware Co. 
Columbus, 0. 
Falby Paint & Hdwe. Co. 
Denver, Colo. The Pierce Hdwe. Co. 


“i ie Leeby Co. Taunton, Mass. 

Fargo, N. D. Toledo Plaster & Supply Co. 
The Rhoads-Morgan Ce. Toledo, Ohio 

Ft. Wayne, Ind. Capite!l Wall Paver & Paint Co. 
Hatfield Paint Co. Washington, D. 

Indianapolis, Ind. Sherwin-Williams Co. 

The Steinman Hdwe. Co. Cincinnati, 0.; Decatur, til.; 
Lancaster, Pa. Duluth, Minn.; Louisville, Ky. 
Merchants & Mters’ Paint Co. McLennan, McFeely & Prior, Ltd 

Louisville, Vancouver, Br. Columbia 


Or Write" 4 E. Pearl Street 


WEATHER SEAL CO. cincinnati 2, onic 














HEY! PUT IN A NEW 
FUSE. THIS TIME MAKE 


1A ROYAL! 


95 GRAND | AVENUE | ° PAWTUCKET, R. 1. 
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NATIONALLY 
ADVERTISED 


Sunlite 


Wha tenproof 


IRONING PADS 


The dramatic story of Sunlite Waterproof 
Ironing will now be told to the 26,000,000 
flatiron users. Space in’ these leading con- 
sumer publications is being consistently used 
throughout 1943. 


For your post-war selling keep your eye on 
this revolutionary ironing aid. Consumers 
will be demanding the pad that makes iron- 
ing easier while saving time and electricity. 
National advertising will build your future 
sales while our factory is busy making plastic 
clothing for Uncle Sam. 


THE SUNLITE MFG. COMPANY 
MILWAUKEE 5, WISCONSIN 





directly at helping dealers to get 
used appliances to sell and through 
them in helping consumers obtain 
appliances that they would other- 
wise be forced to do without. 

Step five in our post-war program 
was the establishment of a post-war 
planning committee which began 
work immediately after Pear] Har- 
bor and has continued to function 
since that time. It is the activity 
of this committee to make certain 
that factory production will be gear- 
ed to the materials that are avail- 
able and that orderly distribution of 
them will be made. 

Broadly speaking, we are going to 
adhere to our policy of distributing 
appliances through recognized whole- 
salers and will do our best to serve 
those who have been our customers 
in making equitable distribution of 
the merchandise that is available. 

We can assure your readers that 
Proctor is going to continue its poli- 
cies of making products as good as 
we know how to make them, adver- 
tising and promoting them aggres- 
sively and backing them up with the 
best service we know how to supply. 


* * * 


“At present we are engaged in 
defense work utilizing all of our 
equipment.” 


by E. A. March, Exec. Vice- 
Pres., The White Mountain 
Freezer, Co., Nashau, N. H. 


We will be ready to resume our 
manufacturing when the time comes 
and hope to offer a complete line of 
freezers as we have heretofore, keep- 
ing our distribution with the hard- 
ware wholesalers. 

To maintain the quality of the 
White Mountain products it is not 
practical to substitute or simplify 
the line with materials that might 
be available without priorities. We 
realize that this information doesn’t 
give the jobber a whole lot of en- 
couragement concerning his future 
needs, although we believe our posi- 
tion is not unlike others who are in 
a similar business. 

We are very much concerned 
about the whole situation, as we 
have been pioneers in the freezer 
business for many, many years, and 
our relations with the jobbers have 
been most pleasant, so you may be 
very sure that if there was anything 
that we could do to enable them to 
obtain merchandise, we wouldn't 
leave a stone unturned. 

At present, we are engaged in de- 
fense work, utilizing all of our equip- 
ment that we have available, so that 
we should be able to keep our or- 
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ganization together and be ready to 
get into gear without too many dif- 
ficulties when the time comes to re- 
sume the manufacturing of our regu- 


lar line. 
* * * 


“We are still able to make de- 
liveries on some 30 or 40 items 
fairly prompt, without priority.” 


by T. W. Spradling, Pres.-Treas., 
Spradling’s, Inc., 
St. Louis, Mo. 


Of the approximately 100 different 
specialty items that we manufacture. 
we are still able to make deliveries 
on some 30 or 40 items fairly 
prompt, without priority. A great 
many of these items have been de- 
veloped during the past two years 
and we find the hardware trade, who 
have handled a lot of these items, 
evidently are carrying on very well, 
basing this on the reorders we have 
received from them. 

Therefore, it is our determination. 
and we believe it is the duty of all 
jobbers and manufacturers to keep 
that determination alert, to find sub- 
stitute materials that we can sell to 
keep our business functioning at 
least enough to take care of our 
overhead until the post-war period. 


~ * * 


“Labor and material supplies 

permitting, we are in position 

. .. to schedule orders received 

from the regular trade and to 

assure reasonably prompt de- 
livery.” 


by H. K. Hauck, President, 
Ohlen-Bishop Mtg. Co., 
Columbus, Ohio 


Referring to service to our cus- 
tomers, we are required to give pre- 
ference to orders directly related to 
combat uses, and with very substan- 
tial contracts on our books in favor 
of the Army, Navy, Maritime Com- 
mission, Lend-Lease and other Gov- 
ernmental procurement agencies, a 
large part of our output is allocated 
to these sources, after which orders 
received from the regular trade are 


scheduled in accordance with the 
degree of priority rating with which 
they are supported, plus the date on 
which they are received. In the 
absence of governmental, or other 
highly rated, “essential” orders raw 
materials and supplies are not now 
procurable. 

On the customer’s side he, teo, is 
under restriction and his scope of 
operations is limited by certain war 
time regulatory orders. 

With careful observance of the 
statutory requirements on the part 
of both manufacturer and distributor 
we believe it will be possible for 
each to carry on until more normal 
conditions return. On our part. 
labor and material supplies permit- 
ting, we are in position to not only 
fulfill our obligations under con- 
tracts awarded by the Government. 
but also to so schedule orders re- 
ceived from the regular trade as 
to assure reasonably prompt de- 
livery. 

In short, we are leaving nothing 
undone to provide the best possible 
service right now, with the firm con- 
viction that such effort will be pro- 
portionately rewarded by our cus- 
tomers in the post-war period which 
is to follow: 

# * * 


“Can ship nothing at present 
time without a rating” 
—by J. Z. Buckley, Treasurer, 


Parker Manufacturing Co., 
Worcester, Mass. 


We began manufacturing gun 
parts and other ordnance material 
in 1941 and at the present time 
about 80 per cent of our total bill- 
ings are gun parts, but we are now 
and are going to retain at least 20 
per cent of our billings in tools. 
There again we have no choice as 
to the distribution of these tools, but 
must honor priorities in their correct 
order. At the present time we are 
only shipping on AA-3 or higher and 
have been forced to return many 
orders of a lower rating. We have 
attempted to keep all of our cus- 
tomers abreast of conditions regard- 
ing priorities, and when the ratings 
on their orders indicate the orders 
will probably never be shipped for 
the duration, we advise our custom- 
ers the lowest rating upon which we 
can accept orders and make a rea- 
sonably prompt delivery. There is 
nothing that we manufacture that 
we can ship at the present time with- 
out a rating. Upon what basis we 
will be shipping within the next few 
months is a matter of conjecture and 

(Continued on page 78) 
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@ To avoid disappointment, place 
your order now for BEREA Scythe Stones 
to be delivered next Spring. Don’t get 
“caught short’’ on this popular, fast-selling 
line! Owing to the fact that such a large 
portion of our production is go- 
ing to the Army and the Navy, we 
cannot assure good deliveries 
if you wait until the last minute. 


BEREA Scythe Stones are packed in 
* attractive display cartons. Available in * 

many shapes for a wide variety of uses. 
Natural and manufactured abrasives. 


BEREA ABRASIVES 


Division of The Cleveland Quarries Co. 





STEP AND ELEVATOR BOLTS 


Lamson Elevator Bolts are made in four standard types. 
No. 1, flat head countersunk; No. 2, oval head; No. 3, 
flat head, with slot, four fins beneath the head; No. 4, 
flat head, four fins beneath the head. Stocked to ¥%-inch 
diameter; with large heads to Bolt Institute standards. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
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cause of the excel- 
lent cooperation that An Apology and a Promise 
has developed as a If you have suffered any delay in ob- 
result of our strict taining Rogers’ liquid fish glue. it is 
h because Uncle Sam is the man ahead 
ardware trade of you . . . we know that you won't 
policy, we are ex- mind waiting in line behind him. We 
panding the program assure you that we are doing our ut- 
most in research and production to 
for your benefit, and fulfill all of your orders absolutely as 
rapidly as possible. Please bear with 
- WE ARE NOT us in this respect . . . we expect that 
ou will receive your shipments 
ADVANCING OUR a “ 
PRICES! 


| With Exclusive Hardware Jobber Policy 
































Cleveland, Ohio 


War or No War! 


ROGERS CARRIES ON 





During these strenuous days we are doing our utmost to 
supply our customers with Rogers liquid fish glue as rapidly 
as possible .. . and we are abiding by our exclusive policy 
of offering the hardware trade absolute protection by not 
selling to chain store groups,"group buyers and mail order 
houses. In fact, be- 














Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 
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OVERNMENT WAR-TIME RESTRICTIONS 








ADVANCES 


Grass seed. 





Grass Seed Advanced—Some 
companies have announced price mark- 
ups, explained by poor seed yields and 
by manpower difficulties. The usual va- 
rieties of mix will be generally avail- 
able, and will cover the usual wide price 
range. The average increase on the best- 
selling mixtures will be close to two 
cents per pound, and on the select 
gradings, the average will he five to 
seven cents. 

“ . * 

Watches containing imported 
movemrnts—Effective Sept. 2, OPA 
set up a procedure for establishing the 
ceiling price for any assembler (whether 
importer, wholesaler or retailer) of 
watches containing imported move- 
ments. The base price of March, 1942, 
under MPR 188, still governs, except 
that the assembler may raise his price 
by the amount of any increase in the 
“landed cost” of the imported move- 
ment over its cost in March, 1942. 
Where the items are not identical, the 
March, 1942, mark-up percentage will 
be used, but the computation must be 
reported to OPA. 

* * + 

Window glass—The seasonal 
rush for window glass has filled the 
mills’ order books, with some concerns 
reporting about two months’ delay 
in filling carload orders from jobbers. 
The shortage of help is hurting all 
plants, and the outlook is for continued 
slow service until the demand eases. 

* * 7 

Zine oxides—On Sept. 13, OPA 
amended order M-l1-a, as the first step 
in a necessary program to tighten con- 
trol of zinc oxide. The order prevents 
the shipment of lead-free zinc oxide ex- 
cept to fill orders rated AA-5 or higher. 
It also limits inventories of consumers 
of zine oxide to 45 days supply. Fur- 
ther steps may be taken to tighten con- 
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trol of the oxides because of the present 
demand upon limited production facili- 
ties. It was emphasized that the new 
restrictions on zinc oxide suggest no 
shortage, or further restrictions on zinc 
itself, which all recent reports indicate 
is an adequate supply. 
* 

Pipe cleaners—Pipe smokers 
who have had to use unsatisfactory sub- 
stitutes as pipe cleaners will soon bene- 
fit from a WPB amendment of Order 
M-126, to permit production of pipe 
cleaners out of scrap wire. Production 
will be limited, but if every pipe smoker 
buys only as many cleaners as he needs, 
there should be enough to go around. 
Since May 5, 1942, pipe cleaner manu- 
facturers have been using their facili- 
ties to make cleaners for guns and other 
military equipment. The few pipe 
cleaners they were permitted to turn 
out were restricted to Army and Navy 
use, 

* * AL 

Mercury supply eased An 
easing in domestic supplies of mercury 
because of increased production, com- 
pletion of Russian requirements, and a 
sufficient stockpile, has caused WPB to 
allow increased amounts of this ma- 
terial to various classes of users. Order 
No. M-78, as amended, removed from 
the prohibited list, mercury for film 
developing, treating of green lumber, 
preparation of vermillion, manufacture 
of wall switches, wood preservation, 
thermometers and marine anti-fouling 
paint. Other products, such as mercuric 
fulminate for blasting caps and mercury 
for industrial and scientific thermome- 
ters will have their percentages in- 
creased to 200 per cent of the “hase 
period” release. 


* * * 


Paint drums—WPB has ad- 
vised all manufacturers of paint var- 
nish, and lacquer, through their Asso- 
ciation, to make certain that the best 
possible use is made of their present 
supply of steel shipping drums. The 
supply of steel for these céAtainers is 


s» limited there is no assurance of 
sufficient containers even for packaging 
all protective coatings required by the 
armed services. Manufacturers s.iould 
obtain the cooperation of their cus- 
tomers so that steel drums will be re- 
turned wherever possible, and re-used 
as many times as possible. Paint manu- 
facturers must indicate their drum re- 
quirements to their drum suppliers as 
far in advance as they can, because 
these must in turn request their steel 
allotments some ninety days in ad- 
vance of production. 
a = ce 

Burlap supply easing — In 
view of improving burlap supplies and 
prospects, WPB has partially relaxed 
certain restrictions on the use and pur- 
chase of burlap bags, by amending 
Order M-221. This amendment re- 
moves quotas on farmers’ and packers’ 
purchases of new burlap bags for pack- 
ing certain agricultural products during 
the balance of 1943. Previously pur- 
chases were restricted by quotas of 
from 50 to 100 per cent of 1941 use. 
The amendment also permits the pur- 
chase of new burlap bags for packing 
salt, and increases quotas for several 
other non-agricultural products. It 
also relaxes the prohibition against sell- 
ing any used sugar bags except for fur- 
ther use in packing sugar—opening 
these to other uses. The restriction on 
sizes permitted is eased to allow an 
additional size for each of two types of 
seed, a % bushel bag size for hybrid 
seed corn, and a 3-bushel bag size for 
cotton seed, in addition to the sizes pre- 
viously permitted. 

a Ke wt 

End typewriter drive—With 
an estimated 325,000 new and used 
typewriters already distributed or 
available to the armed services as a 
result of WPB’s turn-in program, 
started last year, the campaign to pur- 
chase machines from users will end 
Sept. 30. The public response to 
WPB’s appeal was important in keep- 
ing the fighting forces supplied dur- 
ing a period when the equipment was 
available from no other sources. The 
closing of the public purchase cam- 
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will. help you 


win the peace 


The free poster service which RB&W is 
offering to its customers is also available 
for you to offer to those of your cus- 
tomers who miay be making those vital 
“bits and parts” for military and naval 
equipment. 


Posters like this one, based on a series of 
ads appearing in national publications 

. . are stimulating the will to stand 
behind our fighters . . . also building the 
value of your RB&W franchise when 
victory is ours. Send for your free 
posters to aid your customers’ War 


Production Drives. 


RB:.W 
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Jim's mother has a telegram coday. It trembles in her fingers 


PART 7-0-X REPORTED MISSING 





i me as she reads—"missing in action”. .. the rest is somehow blurred. 
. Nothing now, but to wait... aad hope 











In a war plant nearby, another telegram is read. Part 7-O-X is 






late. Work stops. Lacking a vital part, some jeep, plane, gun of 
tank may never reach in time the front where Jim was fighting 









: Yin ee aS > Yes, thousands of tiny parts make up the war machines that 

ae kids like Jim are counting on today. What if some parc we make, 

4 ——a or help to make, contains a tiny fault? it may cost lives What if 

Bite” - the parts we make are late, and therefore, “missing in action?” 
- entail It may mean men missing in action. 















Addigoaal copies of this poster may be obtained from Russell, Burdsal! & Ward Bolt and Net Company, Port Chester, N.Y. 


Do Your Part... Every Part Counrs 





RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 


and hed Sastening PXPhroducts...<Fince 1845 





paign will in no way affect WPB’s pro- 
gram for purchase of remaining dealers’ 
stocks, already allotted for war uses. 
Although large quantities of standard 
ll-inch machines were procured, the 
urgently needed wide-carriage and 
telegraphic keyboard models were found 
to be unobtainable from the public in 
sufficient quantities to meet military 
needs, so it is planned to authorize re- 
sumption of manufacture of such 
special types on a limited scale, during 
the last four months of 1943 and the 
first three months of 1944. Production 
of these special machines will be step- 
ped up from less than one per cent of 
normal to approximately 9 per cent for 
this period. None of these, however. 
will be available for civilian use. 
+ * > 

Steel bars simplified—To re- 
duce to a minimum the number of sec- 
tions and sizes of hot rolled carbon 
steel cars, mills are required to roll, and 


to obtain maximum production from 
available facilities, WPB has issued a 
shortened schedule of permitted sizes. 
This list, modifying limitation order L- 
211, will effect a reduction of 40 per 
cent in the heretofore available size 
range. This simplification is expected 
to allow an increase of 10 per cent in 
production, and to release some mill 
facilities for other purposes. 
* cd + 

Construction restricted—Pub- 
lic and industrial construction will be 
held away down—to $3,000,000,000 in 
value in 1944, under present WPB 
plans, and stringent new tests will be 
invoked before materials are released 
for approved projects. While each 
case is to be decided on its own merits, 
the governing rule will be: Is it imme- 
diately needed for the war effort, or 
can it wait until peacetime? The ten- 
tative limit on 1944 construction repre- 
sents a 50 per cent slash from 1943 





The Army Does It With Mirrors 


i 


JO UAAB BRE © 





(U. S. Army News Photo) 


A soldier at the Quartermaster Replacement Training Center, Camp Lee. Va.. 
is shown adjusting his clothes preparatory to leaving camp. To his left is 


a life-sized picture depicting the proper attire. The mirrors in these structures. 


erected at all exits. is but one of the multitude of uses to which glass is put 
to at Camp Lee. 
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building. Im 1942, the “rush” year ol 
war plant expansion, public and indue- 
trial construction exceeded $14,000.- 
000,000. A manpower shortage is given 
as a primary reason for holding down 
construction. The War Manpower Com- 
mission has estimated that 600,000 men 
can be shifted from the building and 
building materials trades te war indus- 
try needing them badly if construction 
is limited to three billions. Continuing 
shortages of lumber and steel also work 
against any but a minimum building 
program. 
- * - 

Steel scrap drive—An “all- 
out” iron and steel scrap drive, and the 
establishment of “Victory Scrap Banks” 
throughout the country, to insure a 
steady flow of iron and steel scrap to 
consuming mills, has been announced 
by WPB Chairman Donald M. Nelson. 
No specific “tonnage goal” is set, but 
the objective for this fall drive is to 
establish community stockpiles, from 
which reserves, the mills can draw scrap 
supplies as needed. Consuming steel 
mills and suppliers have on hand an 
inventory of about 7,500,000 tons, which 
will last only two months, a situation 
which has prompted WPB to launch 
this all-out salvage drive. It is 
scheduled to start Oct. 1 and will con- 
tinue through Nov. 15. Mr. Nelson com- 
ments: “Now that military events are 
beginning to overwhelm the enemy, we 
need more than ever to make sure our 
fighting units have everything they 
need to finish the job, and finich it at 
the earliest possible moment. The 
‘Victory Scrap Bank’ drive certainly is 
an important step in this direction.” 


* ¥ * 


Leather hoarding or diver- 
sion—Tanners may not hold their 
cattle hide splits for further proeessing 
or finishing, when their customary prac- 
tice has been to sell them to other tan- 
ners, the WPB Textile Clothing and 
Leather Division has ruled recently. 
Conservation Order M-310 requires 
tanners to maintain the balance between 
their own consumption of hides and 
leather, and their sale to regular cus- 
tomers whe have received them in the 
past. The specific basis fer the above 
ruling is this clause of Order M-310— 
“In making sales or deliveries of hides, 
skins or leather, including sole leather 
cut stock, no person shall make dis- 
criminatory cuts in quality or quantity 
between customers who meet such per- 
son’s established prices, terms and 
credit requirements, or between custom- 
ers and his own consumption of said 


materials.” 
” 7 a” 


Rubber use eased—Provisions 
restricting the use of rubber in the 
manufacture of hand trucks and other 
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handling equipment have recently been 
removed from limitation order L-111, 
amended by WPB. 

. ad . 

Rubber cement — rubber 
heels—Natural rubber will be con- 
served through substitution of synthetic 
rubber cement for that made from 
crude rubber or latex, the office of the 
rubber director has ruled, in amending 
order No. R-l. Synthetic cement may 
be used in the manufacture, application 
or repair of any product in the manu- 
facture of which the order permits the 
consumption of rubber, synthetic rub- 
ber or balata. Cement which does not 
contain crude rubber or natural latex 
may be used in the manufacture and 
repair of shoes without restriction. 
Another amendment suspends the pref- 
erence rating on rubber heel and sole 
products to fill civilian orders, to pre- 
vent the possibility of upsetting present 
methods of distributing these products. 
Military orders still receive preferential 


treatment. 
* a aa 


Electric output at new high 
-Electrical energy produced for light 
and power in the United States during 
the week ended Sept. 4, rose to a new 
high level of 4,350,511,000 kilowatt 
hours. This was an increase of 18.4 
per cent over the relative 1942 week. 


* © # 


Car loadings Loadings of 
revenue freight during the week ended 
August 28 totaled 904,007 cars, an in- 
crease of 4,602 cars from the like 1942 
week. The largest increase occurred in 
loadings of “miscellaneous” freight. 
Loadings of grain showed a moderate 
drop. For 1943 to date, total loadings 
were 2.7 per cent under a year ago. 


Zs s + 


Mail-order and chain sales- 
Montgomery Ward & Co. and Sears 
Roebuck & Co. report a decrease in 
sales for August. Ward’s sales de- 
creased 2.66 per cent from the year-ago 
month, and Sears’ drop was 1.7 per 
cent. For the seven months ended Aug. 
31, Ward reports an increase of 2.30 per 
cent over the same period a year ago. 
Sears decreased 4.1 per cent in the 
same comparison. Early variety chain 
reports show slight changes—W. T. 
Grant gaining 4 per cent over August, 
1942, S. S. Kresge losing 1.7 per cent. 





Trains Slave Right 
of Way—And Can 


Prove It 


AST year 1772 persons learned 

the hardest way—by death— 

that railroad trains have the right 
of way and can prove it. 
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These 1772 persons, according to 
the 1943 edition of “Accident 
Facts,” the National Safety Council’s 
statistical yearbook, were involved 
in motor vehicle-grade crossing ac- 
cidents throughout the country. 

In addition, there were 1873 per- 
sons who learned the same lesson 
less grimly, but painfully. They suf- 
fered non-fatal accidents in grade 
crossing collisions. 

There were 155 more grade cross- 
ing accidents, fatal and non-fatal. in 
daylight than at night in 1942, the 
Council said. In one-third of the 


night accidents the motor vehicle 
struck the train at some point be- 
hind the locomotive. 

Other facts on grade crosssing ac- 
cidents in “Accident Facts” are: 

1—Only one-third of the accidents 
occurred at crossings equipped with 
gates, lights or bells. 

2—In nearly two-thirds of the ac- 
cidents, the train was going less than 
30 miles an hour or was standing. 

3—A recent study shows that 
grade crossing accidents each month 
delay 1137 trains carrying vital war 
materials a total of 660 hours. 


PLANET JR. TRACTORS HAVE 


A GREAT FUTURE 








There is a huge demand for Planet Jr. 


| Tractors and equipment now. And 


post-war years will increase the need 


| for agricultural production and accel- 


erate the trend toward the mechaniza- 
tion of American farming. 


Are you going to turn this to your 


| advantage ? Are you remembering that 


present manufacturing restrictions will 
probably be eased first on agricul- 
tural equipment ? 


Plan now for future profits with Planet 
Jt. Garden Tractors and Planet Jr. 
equipment—seeders, cultivators, fer- 
tilizers, plows, hagrows, mowers. 
Farmers, seedsmen, market gardeners 
—growers of every kind—are using 
these versatile tractors to help them do 
more work faster, easier, and better. 


Write for the Planet Jr. Tractor Catalog 
and full information today. 


S. L. ALLEN & CO., Inc. 
3425 North Sth Street, Philadelphia 40, Pa. 


FARM 
IMPLEMENTS 





GARDEN 
TRACTORS 
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The Dean’s Page 


By SAUNDERS NORVELL 


The Story of Marcellus Hartley — Part 2 


This article continues the story 
of Marcellus Hartley as a pur- 
chasing agent of the United 
States Government for arms 
and munitions during the Civil 
War as told in his letters to Sec- 
retary of War Stanton. 


pA energy with which 


he threw himself into his business 
appears in the following two letters. 
The first expresses the magnitude of 
the undertaking: the second deals 
with his knowledge of the market 
und the means which he saw were 
necessary to prevent the government 
from becoming the prey of monop- 
olies and speculators. Both are very 
practical and sagacious. 


6 St. Mary’s Row 
Birmingham, August 6, 1862 
Hon. P. H. Watson 
My dear Sir: 

By this mail | write a detailed 
account, and send the same to the 
Secretary of War. Everything 
thus far has worked splendidly. 
and I am only waiting for the 
Small Arms Company to learn by 
next mail that the contract they 
expect is among the things that 
might have occurred, to secure 
the entire product of this market. 
I have remained in the back 
ground, allowing our agent, Mr. 
Tomes, to secure the manufac 
turers. [ have seen several who 
expect a friend from New York 
with large government contracts: 
Tomes, Barkalow, etc., are men- 
tioned. You will please see that | 
have more credit at once. I do not 
want to contract beyond the £80.- 
000, as I shall then be held per- 
sonally responsible, which. of 
course, is ng risk, yet under the 
circumstances the government 
should cover me promptly. I am 
at work in earnest: it is a labori- 
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ous job. l shall leave our agent to 
take care of things until I obtain 
what are ready made on the Con- 
tinent. | have the refusal of some 
2000 in Liége. 

L enclose two slips cut from the 
Birmingham Daily Post and the 
London Times, about shipping 
munitions of war to Southern 
States. The steamer Memphis is 
how loading at Liverpool with 
munitions of war for Nassau, or 
some adjacent port convenient to 
sume Southern port; as nearly as 
1 can find out, she has about 3000 
rifles on board. 

I shall do my utmost to send all 
arms at once, without delay. | 
think I shall be able to obtain all 
in this market at prices varying 
from 45/ to 50/, unless orders 
from some Continental power 
make them advance, and in that 
case we may have to allow a little 
even with those with whom we 
have contracts made, for the man- 
ufacturers are a slippery set. 

Respectfully yours, 

MARCELLUS HARTLEY 
* * 
17 Hampton Street, 
Birmingham, November 29, 1862 
Capt. S. Crispin 
My dear Sir: 

The effect of advancing 
guns on your side was the advanc 
ing here. I was a little mortified 
to find it had been done. You did 
not obtain one more gun for it. 
It enabled the purchasers to go 
right over me, and I did not under- 
stand it until T had written to New 
York about it. The policy should 
have been to act in unison with 
me. You should have notified me 
that on such a day you intended 
to put the price at $14.50 or stop 
buying. The importers would 
have at once telegraphed or writ- 
ten. Send no more guns except at 
a very low price, or send no more 
at all. I should have been indif- 
ferent about buying for a few 
days, but would finally conclude 
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to buy on speculation, provided 
they would sell at say, 42/; and 
I would agree to take all they had 
made and under way at that price, 
with the positive understanding. 
binding in writing, that they 
would agree to furnish me all they 
could make for one, two, or three 
months, as the case might be, at 
the same price. They would have 
jumped at it. Do you know that 
prior to my arrival the Small 
Arms Company offered 15,000 En- 
fields at 45/ and had it not been 
for the contract made with them 
through Naylor at Washington | 
could have purchased them at that 
price? Parties complained at 
Washington that I was advancing 
the price of Enfields. The fact 
was that they at Washington were 
doing that very thing, and those 
who had any to sell. of course. 
said it was I. When I say “you,” 
in referring to the purchase above. 
I refer to the “powers that are.” 
They should have left. you and 
me to manage this thing. ' 
When Mr. Inman shut down on 
carrying munitions of war by his 
vessels, all the shippers and buy- 
ers stopped, and not being in a 
position myself to go on very free- 
ly, I slackened up; the conse- 
quence was that in one week guns 
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YOU CAN HELP 

METAL SAWING 
CUSTOMERS 


a Kolas elt y Mntl1-1a- Mle) al alela 4 
saw blades must meet 
aalelas urgent fol=vaatolate tt 
ever before, must 
foMelohV eld an ialeohi 
epped-up pro- 

»dules. There 

> two ways, that you, 
STAR dealer, can 


Tommint=tin 


You can recommend the 
type of Hack Saw Blade 
that meets their special 
needs most closely. For 
difficult sawing opera- 
tions, for example, offer 
the STAR Unbreakable 
Special Flexible, a stand- 
ard alloy blade that cuts 
like an all-hard and can 
be identified by its dis- 
tinctive green finish. 


» SECOND 


You can offer them a free 
copy of “Metal Cutting”, 
STAR’S pocket-size in- 
formation-crammed book 
on how users can get the 
most from their hack saw 
blades. Here is practical 
helpful material for the 
veteran mechanic and the 
new worker in the shop. 


ORK 

*T.M le “Moly” 
/ son Bros., 

Makers of : ; Frames, Band 


awn Machines 
- GP 4540 
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went to 42/, and even lower here. 
[ purchased some yesterday at 
12/. Henderson purchased some 
as low as 38/, but they are very 
inferior. That shows who keeps 
the price up. The Small Arms 
Company have been in the market 
buying at 42/ to 48, to send to 
New York. They will make a 
good thing out of it. This com- 
pany have managed their affairs 
very nicely. They have informed 
the department in Washington 
that all arms not made by them. 
or that do not come through them. 
are the “rejects.” They have ad- 
vanced the price of materials and 
stocking, occasioned by the _in- 
creased price given to Naylor, 
and, of course, how can I buy for 
less than 50/ if they have man- 
aged things so as to cut off the 
outside manufacturers from buy- 
ing by advancing the prices? They 
are up to all manner of tricks, 
and I hope you will exert your 
influence in order that Naylor may 
not get another contract. When I 
came here I went to London to 
see what I could do with the 
wealthy manufacturers, and 
Swineburne. the manager of the 
Small Arms Company, telegraphed 
to London, asking the refusal of 
all their arms at 60/ for one 
week. He telegraphed to four 
parties. They, understanding his 
tricks, showed me the telegrams, 
knowing at once what his object 
has been and is. 

At the breaking out of our dif- 
ficulties, when our Mr. Schuyler 
first went into the market, we had 
made purchases from our regular 
manufacturers at 45/. When the 
demand was urgent, and Crownin- 
shield and Howland and Aspin- 
wall and our Mr. Schuyler were 
here, the Small Arms Company 
put the price at 100/, and kept 
it at 80/ for months. They bought 
up all in the market, and did their 
utmost to drive all the manufac- 
turers into their combination. Mr. 
Schuyler then started about thirty- 
five manufacturers outside of their 
combination. He put their price 
down, and from that time to this 
we have obtained more guns out 
of their combination than they 
have made in it, twofold. I hope 
you will break it up and give them 
what they deserve. We have done 
our best to break it up, and had 
we not started the outsiders, you 
would have been paying at least 
75/ today for every gun. 

With best wishes from 

Yours truly and sincerely, 
M. Hartiey 





















PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS: 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 








REPAIR & RESURFACING COMPOUND 


for all types of surfaces 





@ Ready Mixed @ Ready To Use 


Greater compressive strength than 


LEV-L-FLOR stands up under the heaviest 
loads without eracking up or breaking eut. 
Requires no costly, time-taking preparing, 
chipping or cutting of old surface. No skilled 
labor. Dries overnight ready for service in 


smooth, good-looking surface that is Fireproof 
Decayproof . . . Dustproof .. . 


Packed in 55-gal. drums, 5-gal. and 1-gal, 
pails, and 1-qt. cans. 


Many attractive territories 
J Oo B B E R s are open to Jobbers. 
Write for full details today. 











2 RS 


@ Easy To Apply 


concrete ... and it's resilient. 


morning. LEV-L-FLOR assures a strong, 


. Waterproof . . . Slipproof .. . Sparkproof 
Weatherproof 
. Acid- and Alkali-proof! Economical, too. 


Send for literature ''HA'' 
* 





WRITE TODAY FOR LITERATURE ! 


CENTRAL PAINTE VARNISH WORKS 


BROOKLYN, NEW YORK 


















EXTRA SALES AT YOUR 
PAINT COUNTER! 


TAKES THE ODOR OUT OF 
PAINT, VARNISH, ENAMEL 


D NCOURAGES ee, 
AND BRUG SALE, 


t 


Ridsm u 


DISPLAY CARTON 
SELLS FOR YOU! 


HOLLEY CHEMICAL 


122 Eost 25th St NEW 


2 
Wiréstip 





both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 


dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 

Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 
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From England Mr. Hartley went 
to the Continent where, during Sep- 
tember and October, he spent three 
or four weeks in visiting the chief 
manufacturing cities in order to lay 
hold of the supply of arms. As we 
know from the last extract, he vir- 
tually controlled the output on the 
Continent, and his letters to Secre- 
tary Stanton are replete with the de- 
tails of his purchases in Berlin, 
Cologne, Paris, and other cities. The 
following is an interesting episode 
of his work. 


Getting the Guns 


While Mr. Hartley was in Birm- 
ingham, he learned that the agents 
of the Confederate Government had 
made a contract with some gun man- 
ufacturers on the Continent for sev- 
eral thousand rifles. He was deter- 
mined to prevent the delivery of 
these arms. With little to guide him 
but a general knowledge of the vari- 
ous Continental manufacturers, he 
immediately started out to discover 
the sellers. At Vienna, Frankfort. 
and Budapest he was disappointed; 
but finally, at Liége, he found, to his 
joy, the object of his search. With- 
out making his position known, he 
interviewed the firm and, in the course 
of a general conversation, learned 
the facts of the case and all the 
necessary particulars. Then, disclos- 
ing his position as the agent of the 
United States, he offered to buy the 
rifles at a small advance over the 
price for which they had been sold 
to the agents of the South, and to 
pay for them on bill-of-lading by 
drafts on his London bankers. 

The unscrupulous manufacturers 
accepted his offer and the arms were 
turned over to the North. But Mr. 
Hartley's work was not done. A 
firm which, for a little more gain. 
would prove false to a contract made 
in good faith, was not to be trusted. 
So Mr. Hartley remained in Liége 
long enough to see the arms safely 
shipped. When, however, the time 
came for the payment for the goods. 
Mr. Hartley found himself in some 
embarrassment. In his anxiety to 
prevent the guns from falling into 
the hands of the Confederates, he 
had agreed to pay cash for them by 
drafts on his bankers, though know- 
ing that they were not in funds. 
Hastening to London, he at once saw 
his bankers and explained to them 
what he had done, and sent word 
to the Secretary of War, who im- 
mediately authorized the payment of 
the drafts. Mr. Hartley then re- 


turned to Liége, and settled matters 
with the manufacturers. 

In an article published in the Neu 
York Times Saturday Review on 
January 22, 1898, he thus gives an 
account of the meeting: 


I was in Birmingham at the 
time, and seeing a notice of a 
meeting at the Town Hall at which 
Mr. Bright was to speak on 
American affairs, I attended it. | 
was within a few feet of the plat- 
form, and the hall was crowded 
to overflowing. Mr. Bright com- 
menced his speech by referring 
to matters in his own country, but 
after a while drifted to the Ameri- 
can question and England’s posi- 
tion. 

He soon showed how he was going 
to treat the subject; that he was 
in favor of the North; but before 
he had given full evidence of this 
there was an unroar seldom heard 
at a meeting, and he was not 
allowed to proceed. He stood his 
ground, however, until the disturb- 
ance had ceased, then started 
again, with the same result. but 
he was not to be put down. 

Standing silent, resting one 
hand on the table and the other in 
the breast of his coat, he gazed a 
the audience. After a while he 
was permitted to continue. 

When I left the meeting that 
night I determined, if possible, to 
have the speech printed and dis- 
tributed throughout England so 
as to give it greater publicity and 
importance than it would receive 
at the hands of the press, which 
was generally hostile to the North. 

Mr. Bright was the guest of 
the Mayor of Birmingham, and 
the next morning I called on him 
at Edgebaston, reaching there 
early, and while they were at 
breakfast. I sent in my card, mak- 
ing it known that I was from 
York. He arose from the break- 
fast-table and came to me, invit- 
ing me to breakfast. 

I had already breakfasted and 
thanked him for his kindness. | 
told him that I had listened to his 
speech the night before, probably 
being the only American in the 
hall, and had come to express my 
gratitude and to beg that he allow 
me to have it printed. After some 
hesitation, he consented to do so, 
provided I would let him correct 
a copy. He sent me the speech, 
and I had ten thousand copies 
struck off and distributed througl- 
out England, where I thought 
they would do. most good. 
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In April 1863, Mr. Hartley, having 
accomplished the object of his mis- 
sion, returned to New York. He had 
been away upwards of nine months, 
and during that time had purchased 
over 200,000 stand of arms and other 
equipments by which the Northern 
army was substantially supplied, had 
obtained the option from manufac- 
turers of many thousands more, and 
had, in several instances, thwarted 
the South in their efforts to obtain 
aid in similar directions. He had 
also done much to enlighten the 
British nation as to the real issues 
of the war and to change popular 
sentiment. Though, of course, his 
task had been a difficult one, he had 
his reward not only in the satisfac- 
tory accomplishment of his mission. 
but in the hearty thanks of the War 
Department, and in the knowledge 
that he had done his country sub- 
stantial service. Incidentally, it may 
be said that when he presented to 
the Secretary of War a statement of 
his accounts, involving the expendi- 
ture of many millions of dollars, he 
was complimented by the Secretary 
in that they were the most complete 
and business-like of all that had 
come before him during his admin- 
istration, and were a model account- 
ing of fiduciary responsibility. 


47 Hampton St. 
Birmingham. December 20, 1862. 
Dear Sir: ; 

I now have the pleasure of in- 
closing invoices of our last ship- 
ment, being the largest and best 
yet made. By the steamer Ham- 
monia, which was to have sailed 
the 17th inst., from Southhamp- 
ton. but was delayed owing to 
some disarrangement of her ma- 
chinery (inclosed you have news- 
paper account) and sailed today. 
have been shipped. 

1.700 interchangeable Enfield 

rifles 

28,060 hand-made ditto 

10.978 Austrian 54/100 and 

58/100 calibers. 
The balance of Enfields to make 


the amount inclosed invoices will 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 50 
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be shipped by steamer New York, 
to sail the 24th inst. from South- 
ampton with the 69/100 calibers, 
viz. : . 

500 interchangeable Enfields 

7,300 hand-made ditto 
13,860 French rifled muskets 
69/100. 

The above, no doubt, is the largest 
shipment ever made by one party. 
or ever obtained in the same time 
of first-class Enfields, 37,569. I 
have made every effort here in 
London and Liége to obtain all 
the Enfields in hand. In London 
and Liége I cleaned the market 
out, but here could have obtained 
5000 more if they could have been 
viewed. We have worked day and 
night for the last sixteen days. It 
has required care and caution to 
push the manufacturers to this 
unusual quantity, without mate- 
rially advancing the price. In 
London and Liége, though I ad- 
vanced the price for a short time. 
I gave them larger orders than they 
could complete, and bought them 
at the low price, and in Liége 
from 2 francs to 5 franes less. Here 
in Birmingham I started at 42 
on the 29th of November, but had 
to advance to 50/, or should have 
lost many of the guns. 

I have not insured any of the 
arms; they all have arrived in 
safety, as far as heard from. The 
shipment by the Hammonia is 
very large and valuable, amount- 
ing to, say, £110,000. As this ad- 
vice will reach you before her 
arrival, if you thing it proper they 
can be insured in New York. 

I have used about £110,000 of 
the last credit. Amount of Enfields 
shipped today, 110,140; _ total 
amount of arms shipped, 204,848. 

Your respectfully, 
Marcetius Hartiery 


To Hon. E. M. Stanton 


Secretary of War. 


* * * 


New York, February 20, 1864 
Hon. E. M. Stanton 


Secretary of War 
Washington 
Dear Sir: 

Will you please inform me if 
my accounts for the purchase of 
arms in Europe have been ex- 
amined and adjusted? If so, | 
shall be obliged to you if you will 
acknowledge the same. 

The accounts have been in your 
possession since, say, the Ist of 


March last. 


Your respectfully, 
MarceE.L_us Hartley 








Steck 
dri-kleen 


for 
QUICK 
SALES 
& 
GREATER 
PROFITS 





Large Economy size retails for 
$1.00. Makes 25 gallons. im- 
proved, scientific, soluble-crys- 

tal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
@ Simple to use. @ Odorless, non-infammable, 
non-explosive, © Contains no soap, animal fat, 
acid or other harmful ingredients. © Harms noth- 
ing which cold water will not harm. © Restores 

















original sparkle and brilliance to colors. 2 Keeps 
hands smooth and soft. ¢ A 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL'S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 




















DEALERS! JOBBERS! 
order From Your Write Today e For 
Write Direct Co ete, Ot 
or Discounts, 


THE DRI-KLEEN COMPANY 
325 Wes! Huron Street, Chicago 10, Illinois 


National 


Still a symbol 
of fine 
HARDWARE 








UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our larZe modern plant 
sive first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin?, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 

We suggest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
STERLING - - - ILLINOIS 
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Its New! 

It's Good! 

It's Available! 
MINUTE MOP 
and DRAINER 


Ready For Immediate Delivery! 





*New Features! 


New roller model cotton cord 
mop-head! New adjustahle drainer 
fits any pail! New money-back 
guarantee behind MINUTE MOP! 


* New Sales Power! 


Houseware Departments every- 
where found the original MIN- 
UTE MOP a sure-fire seller. 
One store sold over 500 in ONE 
DAY! Another sold 13,000 in 22 
weeks ... others average 3 gross 
a week! 


*New Profits! 


The new MINUTE MOP is avail- 
able for immediate delivery. Write 
for our special demonstration and 
advertising deal that will intro- 
duce it to your customers. 


BUSY HOUSEWIVES NEED IT! 


This all-purpose mop cleans 
everything, from floors and walls 
to even autos. Keeps hands out 
of water. Saves tiresome wring- 
ing, stooping, splashing. Drainer 
fits any pail and drains mop 
quick as a wink. No mechanical 
parts for women to fool with. 


MINUTE MOP CO. 
2225 Calumet Ave. 
Chicago 16, Illinois 
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This Is the Hardware Outlook as Seen 
by Leading Manufacturers 


(Continued jrom page 68) 


it would not be fair to our customers 
to build up their hopes without some 
foundation of fact. 

We are devoting as much time as 
is practicable redesigning our prod- 
ucts for post-war sales and we sin- 
cerely hope the day is not too far 
distant when our products can again 
be distributed through the regular 
channels. 

* * * 


“In order to protect our present 
dealers, we have refused to ac- 
cept orders from new accounts.” 


by Robert H. Richie, 
S. L. Allen & Co., Inc., 
Philadelphia, Pa. 


No priorities are needed for Planet 
Jr. equipment (other than garden 
tractors) and they do not come un- 
der the farm rationing program. 

Naturally, in order to protect our 
present dealers we have refused to 
accept orders from new accounts 
and presumably many, if not most, 
of our jobbers have had to adopt 
the same policy. 

While the tools we are permitted 
to manufacture this year represent 
only a small fraction of what is 
needed by farmers and Victory 
gardeners, both we and our dealers 
are in a considerably better posi- 
tion than of many other lines which 
will not be manufactured at all for 
the duration. 


®. 2.9% 
‘ 


“Production of nylon has been 
confined to certain basic fields 
. » . and the armed forces.” 


by R. L. Bailey, Adv. Dept., 
E. I. duPont de Nemours & Co., 
Plastics Department, 
Arlington, N. J. 


As you no doubt know, all non- 
essential shipments of nylon were 
stopped February, 1942, and produc- 
tion has since been confined to cer- 
tain basic fields and a number of 
uses developed especially for the 
armed forces. As an example, air- 
plane manufacturers soon found that 
nylon outwore hard-to-obtain natural 
bristles by several times when in- 
stalled in their engine polishing 
brushes. This use led to other ap- 
plications in the aviation industry. 

Other war-time applications of 
nylon include parachutes, parachute 


shrouds, gun powder bags, gun 
cleaning brushes, surgical sutures. 
catheters, flame actuators for air- 
plane fire extinguisher systems. 
screen cleaning brushes used in 
making explosives, and a wide range 
of household and industrial brushes 
as well as toothbrushes and _ hair 
brushes used by the members of our 
own forces. 

This is pretty much the story of 
nylon nonfilaments today but we are 
of course looking forward to the day 
when we will be back in the sport- 
ing goods field. 


=e 


“Can't offer a forecast of what 
we can ship to the retail trade 
this year or next.” 


by E. A. Tracey, President, 
Majestic Radio & 
Television Corp., 
Chicago, IIl. 


I can’t offer a forecast of what we 
can ship to the retail trade this year 
or next since that would involve 
guessing as to the date of victory. 

It may be interesting to the hard- 
ware retailers to know that the en- 
tire radio manufacturing industry is 
operating now on a basis that is cer- 
tain to have a profound effect on 
post-war operations. 

At the moment, it seems unlikely 
that any great change in the basic 
product will occur during the first 
few years after the war. 

However, there will be far more 
intelligent planning, both as to the 
type of product and the volume pro- 
duced; a trend will certainly be es- 
tablished toward improved retail 
selling policies and the reduction if 
not the elimination of price cutting 


* * 


“Customers will have a few 

new sweepers this year. We 

may have some specialty items 
for fall and winter trade.” 


by E. E. Miles, Sales Mgr., 
Porter Steel Specialties, 
Shelbyville, Ind. 


A recent ruling by the War Labor 
Board has released on a percentage 
basis, the manufacture of our prin- 
cipal product namely carpet sweep- 
ers. The amount of steel in each 
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swéeper is restricted to 14% Ib. or 
less. 

It will require considerable time 
to get full interpretation of the 
Board’s order, to work out a model 
that comes within their limitations 
and then secure the necessary mate- 
rials. 

So far, they have not given us a 
priority to secure the materials. Ap- 
parently, however, this is their inten- 
tion. 

While we will not be in produc- 
tion for some time, when we do go 
into production, distribution to our 
customers will be made on a per- 
centage basis so that some time dur- 
ing this year they will have a few 
sweepers to merchandise. 

There is also some possibility that 
we may have some specialty items 
for the fall and winter trades. 

The indications are that produc- 
tion of domestic goods such as ours 
will start on a very limited basis and 
gradually increase through out next 
year. 


* * «*® 


“To date we have been fortu- 

nate to be able to take care of 

our customers. We hope to be 

able to continue to do so in the 
future.” 


by A. J. Reich, President, 
Magic Iron Cement Co., 
Cleveland, Ohio 


We are pleased to advise you that 
to date we have been fortunate to be 
able to take care of our customers, 
and to supply their needs. We hope 
to be able to continue to do so in 
the future. However, we have been 
forced to change over from pre-war 
containers to the type of containers 
which are procurable now. From all 
indications this has worked out satis- 
factorily. 


“Practically all of our efforts 

are directed toward the produc- 

tion of smoke pipe, both for 

stoves and furnaces, but even 

here we cannot take on addi- 
tional business.” 


by I. Ballonoff, 
Ballonoff Metal Products Co., 
Cleveland, Ohio 


Because of restrictions and short- 
ages, we have found it necessary to 
discontinue the manufacture of the 
Protex Stove Top Pads. Originally 
it was made of metal top and then 
we switched to pressed paper, but 
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even that material became critical, 
and so we are out of production. 

Practically all of our efforts are 
directed toward the production of 
smoke pipe, both for stoves and fur- 
naces, but even here we cannot take 
additional business because just 
about every pound of steel that has 
been granted to us by WPB, for the 
balance of the year, is already ac- 
counted for. In fact, we have been 
turning down orders and inquiries 
for months. Smoke pipe is an essen- 
tial civilian commodity and is sold 
only on priority, but apparently 
there just is not enough steel avail- 
able to supply the demand. 

So, for the duration, we are doing 
our best to serve where we can and 
look forward hopefully to the day. 
which we trust is in the not too 
distant future, when we may again 
produce and supply the Protex 
Stove Top Pad and other items to 
the hardware trade. 


* * * 


“Expect to produce outboard 

motors after the war which are 

far superior to those we dis- 
continued making in 1942.” 


by P. A. Tanner, Vice-President, 
Johnson Motors, Div. of 
Outboard Marine & Mfg. Co., 
Waukegan, Ill. 


Our records show that 19.7 per 
cent of our retail outlets in normal 
years are hardware stores. We sell 
them two kinds of merchandise only. 
First, outboard motors. Second, re- 
pair parts for outboard motors. The 
production of outboard motors was 
definitely stopped on March 27, 
1942, by a War Production Board 
order. The same applies to parts. 
However, there was a considerable 
stock of parts not only at the fac- 
tory, but in the hands of dealers at 
that time. There is still a consider- 
able stock of parts but badly out of 
balance. It is not likely that either 
motors or spare parts will be pro- 
duced during the war period. 

We consider it very possible, that 
when the European phase of the war 
has ended, the War Production 
Board may then allocate certain and 
perhaps restricted quantities of ma- 
terial for the production of repair 
parts and motors. It is probable 
that the scaling down of war con- 
tracts at the same time will make 
factory facilities available for utiliz- 
ing this material. If this comes to 
pass, it is our intention to manufac- 
ture spare parts to bring stocks into 


Quick Action 
DRAIN OPENER 


E-JECT-O gives you full margin of 
profit and full stocks for maximum 
sales. Two major factors in retailing to- 
day. There is no shortage of E-JECT-O 
and -norslicing of profit margins. 
E-JECT-O sells fast because it works 
fast! 


E-JECT-O will not solidify or harm 
enamel and pipes. It is fumeless and 
requires no mixing. E-JECT-O will boil 
water in 90 seconds. It will not foam. 
It heats, agitates and dissolves the ob- 
struction. Proved performance records 
make E-JECT-O the fastest selling drain 
solvent in the retail hardware field. 


Order your supply of E-JECT-O at once 
to cash in immediately on the sales 
and profit possibilities enjoyed by 
hardware stores selling E-JECT-O. 
Standard 12 oz. can packed 2 dos. ... 
Costs dealer $1.65 dos., Retail $3.00 


Economy 28 os. can packed 1 dos... ; 
Costs dealer $3.30 dos., Retail $6.00 
(Cartons include Display and Leaflets) 


Order from your Jobber or Direct from: 


| UNITED GILSONITE LABORATORIES 
SCRANTON, PA. 
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balance and up to reasonable quan- 
tities, and to also manufacture such 
quantities of outboard motors as the 
facilities and material will permit. 
After the complete ending of the 
whole war, of course it is our inten- 
tion to get back into full production 
as promptly as possible. There will 
be no doubt some reconversion 
delay. 

We expect to bring out outboard 
motors after the war, which are far 
superior to those we discontinued in 
1942. It will take a period estimated 
at from one to three years to prop- 
erly develop and get ready to pro- 
duce such improved and modernized 
products. In the meantime, there 
will unquestionably be a large de- 
mand for outboard motors and it is 
expected that the 1942 models, per- 
haps modified somewhat in detail, 
will be first to go into volume pro- 


duction. 
* * *% 


“Jobbers are getting priorities 
on hack saw blades and are 
sending them to us.” 


by D. A. Utiger, Manager, 
Metal Saw Division, 
The Capewell Mtg. Co., 
Hartford, Conn. 


Hardware jobbers are getting 
priorities on hack saw blades and 
are sending them in to us. We know 
of no substitute for hack saw blades 
in cutting metal that can be used by 
the trade supplied by the retail 
hardware trade. 


* * x 


“Little prospect of worthwhile 
supply of domestic watches or 
alarm clocks in near future.” 


by O. M. Goge, Sales Dept., 
Ingersoll, Div. of Waterbury 
Clock Co., 
Waterbury, Conn. 


There is little prospect of any 
really worthwhile supply of either 
domestic watches or alarm clocks in 
the immediate future. There may be 
a slight relaxation in restrictions 
that will permit a small quantity to 
come through, but even so, it will 
not begin to meet the pent up de- 
mand. 

But looking further ahead. as the 
needs of our armed forces are fully 
met, and perhaps even before our 
day of final victory, restrictions on 
the manufacture of timepieces are 
going to be relaxed. When that time 
comes, conversion back to peace- 
time production will be rapid and 
adequate quantities of both watches 
and alarms, of finer precision than 
ever before, will be available. 
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“Shipments usually prompt 

with occasional delays of not 

more than two weeks. Have 
added a new product.” 


by J. W. Clark, Manager, 

Household Products Div., 

R. M. Hollingshead Corp., 
Camden, N. J. 


I would like to say that, in spite 
of difficulties with containers and 
raw materials, our Whiz household 
products, in their majority can be 
purchased without restrictions. 

Shipments are usually prompt 
with occasional delays of not more 
than two weeks. Naturally we have 
had to change over from metal con- 
tainers to glass, but in no case does 
this constitute a loss to the customer. 

We had to change the size of our 
Menz Hand Soap and are shipping 
only No. 3 cans (in metal) and we 
had to change our package on Gen- 
eral Use Oil. This we are filling in 
collapsible lead tubes which have 
the advantage of having a spout. 
which would be lost if we were to 
fill it in glass. 

We have added a new product to 
our line which we call “Zadle.” This 
saddle soap type of leather preserva- 
tive and dressing has excellent qual- 
ities as a revitalizer for all leather 
products and produces a beautiful 
finish. Laboratory tests have shown 
it can be used on wood, picture 
frames. etc.. to good advantage. 


. * * 


“Not necessary for jobbers to 
extend any priority on horse or 
mule shoes. Can manufacture 
and ship to extent of 107 per 
cent of 194] purchases.” 


by C. I. Lennon, Mgr. of Sales, 
Phoenix Manufacturing Co., 
Joliet, Ill. 


In regard to horse and mule shoes 
it is not necessary for our jobbers 
to extend any priority. We wish to 
further state that we are operating 
under Limitation Order L-257 which 
allows us to manufacture and ship 


to the extent of 107 per cent of their 
1941 purchases and we, in turn, will 
prevail to ship this amount to our 
jobbers during the fiscal year which 
commenced July 1, 1943. 

Our deliveries, however, have been 
a little slow but this is due to the 
fact of the tremendous back-log of 
orders which we have on file. This 
naturally is occasioned by the in- 
creased use of horses and mules 
throughout the country. We have 
definite information from various 
jobbers that their business has in- 
creased in horseshoes, carriage hard- 
ware, harness hardware and allied 
lines to the extent of anywhere from 
25 to 300 per cent. You can, there- 
fore, readily see the tremendous job 
we have in trying to keep up produc- 
tion and endeavor to serve such in- 
creases which prevail in various sec- 
tions of the country. 


* * * 


“Are shipping in small quanti- 

ties both old and new key 

blanks. We gre not looking for 
any large orders.” 


by H. R. Stein, Sales Manager, 
The Whitlock Supply Co., 
New York, N. Y. 


As black as the picture appeared 
a year ago, that is how bright it has 
now emerged. Up until six months 
ago, the only material available for 
key blanks was either brass or nickel 
silver. two of the most vital mate- 
rials that were and are still being 
used in the war effort. With the loss 
of these two metals, we induced a 
number of factories, by placing large 
stock orders, to produce blanks 
made of a non-critical metal. 

While in the experimental stage. 
these new key blanks appeared very 
crude, and only through “trial and 
error” methods, has a workable sub- 
stitute evolved. These new key 
blanks are milled for accuracy and 
embossed to appear similar to the 
original key blank. 

While our stock consists of these 
new key blanks, we are still fortu- 
nate enough to have many thou- 
sands of gross of key blanks made 
of pre-war material, and we are 
shipping in small quantities both the 
old and new key blanks. 

Lest this be misconstrued as an 
advertisement for additional or new 
business, we had better go on record 
as saying that we are not looking 
for any large orders. Our main pur- 
pose in writing this article was to 
bring our name before the trade as 
a source of supply for key blanks in 
moderately small quantities. 

To those hardware dealers who 
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PREMAX PRODUCTS 
IN WAR SERVICE 


All facilities of Premax are now in 
essential war production. These du- 
ties are so important that none of the 
usual Premax Products... solid steel 
rods .. . letters and figures ... and 
other items are available for civilian 
use. 

However, Premax is pianning for 
the days to come. .. when new prod- 
ucts and new ideas will again carry 
the Premax label to every dealer in 
the land. 


remax roduc 


DIVISION OF 
CHISHOLM-RYDER CO. INC. 


4307 Highland Ave., Niagara Falls, N. Y. 





If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together—and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New York City 
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wish to place orders with us, it is 
only necessary that they order key 
blanks under the brand numbers 
that they are familiar with, and 
where the original or brass key 
blank is not available, we will ship 
the new Victory blanks which are 
today a good workable substitute. 


* * * 


“Can forecast nothing of the 
future . . . No machinery or 
production line change overs 
needed in post-war period.” 


by R. E. Williams, Manager, 
Advertising and Sales _ 
Promotion, 
Columbia Steel Company, 
San Francisco, Cal. 


The products we normally sell 
through wholesale-retail trade chan- 
nels are fence, netting, posts, and 
accessories — nails, tacks, staples, 
and brads—corrugated and espe- 
cially formed galvanized roofing and 
siding sheets, and a small amount of 
wire rope. A small amount of these 
materials, comparatively speaking, is 


now being released through whole- | 


sale-retail channels, but, of course, | 


is too small to take care of the de- 
mand. 

We can forecast nothing of the 
future, as this is in the hands of the 
Government, and can only say that 
we hope to be back in this business 
in the post-war period as soon as 
materials can be released. Our com- 
pany will not have the problem of 
certain other types of manufacturers 
as it will not be necessary to change 
over machinery or production lines 
to produce the usual line of stock 
for civilian use. 


* * * 


“Producing bean pots and 
pie plates in quantity.” 


—by R. W. Hailey, President, 
Cookware Associates, 
Bucyrus, Ohio 


We manufacture a line of (Old 
Hickory) ceramic cooking utensils. 
We know definitely that it cannot 
be produced by mass machine meth- 
ods because it will not stand the 
thermal strain when produced by 
high speed methods. 

The manpower problem is our 
worst problem. Next comes the car- 
ton situation. There is nothing 
critical used in making the ware or 
in producing it. 

But we can hold out one ray of 
hope. We make a bean-pot and pie 
plate. Because they are used in the 
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oven they do not have to undergo 
the same type of thermal strains that 
top-of-stove utensils do. They can 
be and are being produced in large 
quantity and the quantity stands a 
good promise of doubling before the 
end of the year. 


“Have made plans to be able 
to give our accounts reason- 
ably good delivery.” 


by H.Kleinberg,Sales Manager, 
Hickey Sales Company, 
Pittsburgh, Pa. 


We are happy to advise you that 
from all indications we will be in 
position to supply our Queen Anne 
merchandise to accounts for the 
balance of this year and for the 
coming year of 1944. 

Our Queen Anne line of heat- 
resisting glass consists of the follow- 
ing items: Queen Anne Ring Molds, 
l-quart size; Queen Anne Individual 
Ring Molds, and Queen Anne Star 
Molds. We have made plans from 
a production standpoint to be able 
to give our accounts reasonably good 
delivery. 
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This Is the Hardware Outlook 
As Seen by Leading Manufacturers 





“In a relatively fortunate 
position these days.” 


by Leon L. Klaus, Director, 
Armstrong Cork Company, 
Lancaster, Pa. 


The Armstrong Cork Company is 
in a relatively fortunate position 
these days because it is Possible to 
manufacture floor coverings from 
non-critical materials without inter- 
fering in any way with the war ef- 
fort. 

During the past few months, gov- 
ernmental restrictions have been 
practically eliminated insofar as the 
use of cork is concerned and, as a 
result. we are again using cork in 
all of those products in which it 
was used before restrictions were 
imposed. 

Burlap-backed linoleum is avail- 
able only for the end use of the 
Army, Navy. Maritime Commission 
and War Shipping Administration, 
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or to replace stocks sold to one of 
these four government agencies. Our 
usage of linseed oil has been re- 
stricted to 50 per cent of our aver- 
age usage for the years 1940 and 
1941. 

Our current plans call for con- 
centrating on the standard and light 
gages of Marbelle and Inlaid Lino- 
flor, and the standard gage of em- 
bossed linoleum. At present, we 
contemplate no future production of 
1-8 in. Marbelle or embossed. This 
is in line with the recommendation 
of the authorities in Washington that 
the limited amount of oil available 
should be used to produce the 
maximum yardage possible per 
pound of oil. We will have avail- 
able for use in filling orders call- 
ing for material for the end use of 
the Army, Navy, or Maritime Com- 
mission, Patterns 20, 21, and 25 in 
the 3-16 inch and 1-8 inch gages, 
and Pattern 16 in the 1-8 inch gage 
All of these patterns will be manu- 
factured with full cork content on 
a burlap back. Also during the fal! 
season we plan to offer a limited 
number of patterns of plain and 
Jaspe Linoflor. standard gage. 

Our felt-base production during 
the fall season should continue at 
the level that has prevailed for the 
past six months. 


“All of our historic customers 

will be strictly rationed until 

July 1, 1944 . . . Impossible to 
take on any new accounts.” 


by V. H. Kadish, Sales Mgr., 
Sewerage Commission of the 
City of Milwaukee, 
Milwaukee, Wis. 


The Office of War Production Ad- 
ministration has drastically curtailed 
the quantity of Milorganite fertil- 
izer which can be sold and shipped 
as specialty fertilizer in bags during 
the period July 1, 1943, to July 1. 
1944. There seems to be a rather 
acute shortage of organic nitrogen. 
and, consequently, W.F.A. has ruled 
that as much as possible must be 
conserved for food production and 
for the armed services. We are now 
committed to furnish most of our 
production to fertilizer manufac- 
turers and for use on army and navy 
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airfields. In view of these circum- 
stances all of our historic customers 
will have to be strictly rationed until 
July 1, 1944, and it will be impos- 


sible to take on any new accounts. 
x * * 


“Can guarantee deliveries in 
any quantities desired until at 
least July 1, 1944.” 


by David H. Fulton, 
Plantabbs Company, 
Baltimore, Md. 


We are in position to guarantee 
deliveries of Plantabbs in any quan- 
tities desired until at least July 1, 
1944, which is the end of the cur- 
rent “fertilizer year.” 

Our allocation of materials is suf- 
ficient and our increased manufac- 
turing facilities have enabled us to 
overcome our difficulties during the 
early part of this year. 


* * * 


“Making immediate deliveries.” 


by W. E. Bryan, 
Weather Seal Company, 
Cincinnati, Ohio 


We manufacture only Drye 
Basement Waterproofing Compound 
and LiquidDrye, colorless water re- 
pellent for masonry walls. We re- 
quire no priorities and are making 
immediate deliveries, so are in a 
position to take on more jobbers arid 
dealers. 


Coming Conventions 


American Hardware Manufactur- 
ers Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 18-20, 1943, at the Hotel 
Commodore, New York City. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ group. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 18-20, 1943, at the Hotel 
Commodore, New York City. George 
A, Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu 
facturers’ association. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 50 
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Most hardware men know what is meant by 
PRECISION threaded fasteners. The micrometer 
is nothing new to a good hardware man but it is 
a reminder of TRIPLEX Precision Quality CAP 
SCREWS. Made in both flat and Hex heads 
with free-running threads. 


TRIPLEX SCREW COMPANY 
5317 Grant Avenue e Cleveland, Ohio 

THREADED 
Re » FASTENERS 


CAP AND SET SCREWS « BOLTS, NUTS AND RIVETS 
















STAR BLACKOUT | You BET/ 
ADS ARE WE MAKE 
KY}, 7-14), (cae OLA 
SEEN / ADVERTISING 

IMPRESSIONS 
IN 1943 / 


Star blackout ads appear regularly in Collier's, Look, Liberty, This Week, 
Click, Country Gentleman and 51 other Monthly Magazines 
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And Still Available for Hardware Distribution 


Plastic Stock Room 
Bin Card Holders 


Designed to be applied to any flat 
surface on wood by means of tacks for 
which holes are provided, or on metal 





with glue. Has ivory plastic holder, 
insert tab on which description of the 
article may be typed and a covering 
sheet of transparent plastic. To change 
simply insert revised card slips. Said to 
be practically soil proof and are wash- 
able. Hollywood Athletic Co., 211 E. 
7th St., Los Angeles 14, Cal. 


Union Fork & Hoe Co. 
Garden Manuals 


Three victory garden manuals en- 
titled, “How to Get More Work Out 
of a Shovel,” “New Tools for Old,” and 
“How to Make a Victory Garden.” 
Fourteen tips are given in the booklet 
on shovels for moving more material 
with less effort. Booklet on tools tells 
how tools may be repaired easily and 
correctly for longer use. The last 
named manual lists the first rules for 
planting, the necessary tools needed as 
well as plans for three different types 
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of gardens—efficiency garden, garden 
for four, and a family garden. Each 
manual is fully illustrated. Union Fork 
& Hoe Co., Columbus, Ohio. 


American Foundry 
Catalog 


Recently released and revised edi- 
tion of the “American Line,” a 20-page 
reference catalog of the line of products 
manufactured by the American Foundry 
Equipment Co., Mishawaka, Ind. This 
well illustrated catalog No. 40 contains 
a complete summary of many of the 
company’s products including metal 
washing machines, sand cutters, cyclone 
dust collectors, etc. One section is de- 
voted to a brief description of the 
mechanics, applications and advantages 
of the airless Wheelabrator method of 
abrasive blast cleaning. 


Gra-Vee Mixer 
Measuring Cup 





Made of clear heavy glass it is used 
for mixing sauces, gravies, etc. Merely 
shake the liquid against the Rochow 
swirl ends in the cover and the base of 
the mixer, and it will be thoroughly 
blended. Sealing bead around the top 
of the glass is said to insure leak- 
proof fit for the plastic cover. It is 
marked for measuring. Rochow Swirl 
Mixer Co., P. O. Box 781, Rochester 7, 
a e. 


Wear-Ever Aluminum 
Cleanser 


Contains special abrasive and also 
water softener. Packaged in a blue and 
orange cardboard container, fitted with 





a pouring outlet near the top. Said to 
do a thorough job of cleaning both in- 
side and outside of aluminum utensils. 
Maker states it is also practical for 
cleaning sinks, bathtubs, and other 
household equipment. Aluminum Cook- 
ing Utensil Co., New Kensington, Pa. 


Improved J. & J. 
Rapid-Flo Filter Disk 


Maker states that the outstanding 
feature of the Improved J & J Rapid- 
Flo Filter Disk is fibre-bonding, an ex- 
clusive J & J patented process, which 
binds the thousands of tiny cotton fibres 
into a strong efficient filter disk. The 
new disk has been tested on many 
farms for over two years. Filter Prod 
ucts Division, Johnson & Johnson, 4949 
W. 65 St., Chicago, Il. 
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French Cookware 


Ceramic modernistic cooking utensils 
that may be used as waterless cooker 
Maker states that for maximum reten 
tion of flavors and juices, vegetables 
should be cooked quickly with a low or 


medium flame. Illustrated is the deluxe 
frying pan and the double boiler. Fry 
ing pan comes in three sizes in the 
deluxe design, 6, 8 and 10 in.; num 
hered respectively 66, 88, and 110. The 
Berkshire design double boilers, num 
hers 1 and 3, come in two sizes; one 
quart and three quarts. Marshallan 
Vig. Co., 1061 W. 11 St., Cleveland, 
Ohio. 


Booklet on Felt 


Tells the story of the manufacture 
and of some of the many uses of wool 
felt. Various steps in the manufactur 
ing process are described and _ illus 
trated. Takes up processes ranging 
from minute filters in tiny hypodermic 
needles to blockbuster washers anid 
padding for 80-ton tanks. Points out 
the wide use of felt in engineering and 
mechanical fields as an alternate for 
rubber, cork, and certain fabrics anid 
plastics. Felt Association, Inc., New 
York City. Copies may be had on re 
quest from Korbel & Colwell, Inc., Pub 
lic Relations Counsel, 480 Lexington 
Ave., New York City 17. 


Absorbs Atmospheric 
Water 


Moisture magnet is a powder which 
turns into a damp clay after absorp- 
tion of moisture and is said to be 
capable of absorbing and retaining from 
30 to 40 per cent of its weight of atmos 
phéric water. It is practically neutral. 
Designed for use in clothes closets, tool 
chests to keep tools from rusting and 
in refrigerators to arrest defrosting. Can 
be reused by transferring the damp clay 
to an oven dish and placing in an oven 
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until the water is boiled out. It does 
not return to a powder state but to a 
hard substance which, maker states, 
acts exactly the same as the original 
powder. Roofing Products Co., 201 N. 
Wells St.. Chicago 6, Ill. 


Electrical Farm 
Equipment Booklet 


Booklet entitled, “Maintenance ‘Tip- 
for Your Electrical Farm Equipment.” 
GEB-125. Contains explicit directions 
on how to keep electrical farm motor- 
and equipment in good working condi 
tion, and fully illustrates the directions. 
Takes up water and refrigeration sy 
tems, dairy equipment, hotbed and 
poultry equipment in the same manner. 
General Electric Co., Schenectady. 
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Plastic Scourer 


Plastic wool developed to clean pot-. 
pans, etc. In appearance it resembles a 
mass of coarse thread and is said to be 
easily rinsed free of fats, foods, and 
other foreign matter. Maker states it 
is practically indestructible. Packaged 
in individual open-faced boxes. Cadie 
Chemical Products, Inc., 621 Sixth Ave.. 
New York City 11. 


Makes Gummed Tape 
Stick Effectively 


Aquaflux is a chemical which, when 
added in small amounts to water used 
for moistening gummed tape, is said to 
make the tape stick more efficiently. 
Manufacturer states the glue on the 
tape becomes soft and varnishy imme- 
diately as tape is covered completely 
instead of being merely streaked with 
water. International Products Corp.. 
P. O. Box 118, Trenton 1, N. J. 


Flexible Spinner 
Handle 


Recent developments in the “None 
Better” wrench line that will reach six 
inches into a socket, and at the same 
time bend 45 degrees around an ob- 





struction. The grip, number M-38, is 
said to be made of practically inde- 
structible amber plastic. New Britain 
Machine Co., New Britain, Conn. 
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(HERE'S WHAT 
FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
ase. Will not shrink. 
Sticks and stays put. 


WILL NOT SHRINK 

STICKS AND STAYS Puy 
! 
| 

























Your jobber con give immedicte 
delivery on Durhom's Rock-Herd 
Weter Putty. Pocked twelve 1-Ib. 
cons or Four 4-Ib. cons to cose. 
Also eveileble in 25, 50 and 
100-Ib drums for industriel users. 


DONALD DURHAM CO. 
Des Moines lowe 


' Makers of NATIONAL HARD-WEAR WAX i: 


75 
PR ERS 


A COMPLETE LINE 
ASK 


7S cars’ Ryoulaliors YOUR 
én the Minute JOBBER 


AMERICAN SHEARER MFG. CO. masnua, wn. 


am) KEY BLANKS 


from 
“America’s largest Exclusive 
Locksmith Supply” 


In ordering, use any stand- 
ard manufacturer’s number. 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 

















SELL HAND PROTECTION 





Millions Working With Their 


| Little Doe” Liquid Gloves 


\ A NEW PRODUCT .. . made te order 
> 2 oa Se were, ‘and 
ory ers, ers, 
gm athers. Geed profit and steady usage 
{ assured. 


Write todav for complete details. 


GUS. J. SCHAFFNER COMPANY 


4 CALIF. AVE., AVALON PITTSBURGH PA 








When I Talk to My Congressman 


HEN I talk to my cengress- 
. Here’s what I want 


man... 
to tell him: 


1—That he needn’t pledge me any- 


thing. . . .-That pledges in advance 
are useless in these critical, fast- 
moving times. . .. That they are em- 
barrassing and that it is impos- 


sible to pledge action now not know- 


ing what the crisis will be when vot- 
ing time comes! 

2—That he treat me—retailing— 
not as any “pressure bloc”—but as 
a part and parcel of this country 
which wants to win the war and pre- 
serve as much of what we are fight- 
ing for as we can preserve! 

3—That he that 


vote in a way 











Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 





Positions Wanted 
(Special Rate) set solid, om 
50 wor 
Each additional word. i aieaitaes 
Allow Seven Words for Keyed Address or Your Address 











ALL PURPOSE METAL DURABLE NOZZLE 


Available without priorities, large quantity all 
purpose, non-adjustable nozzle. Suitable for 
delicate plants, general utility garden use and 
originally designed os fire protection unit. 
Immediate delivery. 


Address — Hose Equipment Company 
1978 Galbreth Road, Pasadenc, California 











PACIFIC COAST 
SALES ORGANIZATION 


of seven people thoroughly covering 
the, three west coast states can use 
just qne more good line strictly com- 
mission basis. 





care of HARDWARE Ses 


Address Box 255, 
100 E 42nd St., New York City 17, N 














CANADA 
TRAVELING SALESMAN, EXPERIENCED AND 
WELL QUALIFIED, now soliciting wholesale 
hardware, department stores and allied trade in 
Canada, wants additional lines on commission 
basis. Excellent following among well rated and 
wholesale accounts. Best of references. 
pare now for Post-War business 
Address—Box 276, care of HARDWARE AGE 
100 E, 42nd Street, New York City 17, N. Y. 














CATALOG COMPILER WITH EXCELLENT 
WORK HISTORY and qualifications desires per 
manent connection. Capable of catalog and print 
ing department management. Can build new 
‘atalogs, maintain issued catalogs and price lists, 
create circulars, flyers, seasonable catalogs, age 
43, married. Available October 1. Salary $3000. 
Let me handle the cataloging in your post-war 
planning. Address Box H-273, care of Harpware 
Ace, 100 E. 42nd St., New York City 17, N. Y 





SALES REPRESENTATIVES WANTED. 
Tools and Specialties for Hardware, Electric & 
Mill Supply Trades now open in most territories. 
In reply state lines now handled and territory 
covered. Address Box No. H-254, care of 
Harpware Ace, 100 E. 42nd St., New York 
City 17, N. Y. 





WANTED—EXPERIENCED 
SALESMAN who can sell to Wholesalers, 
ers and Chains in established territory. Prefer 
man with following in Ohio, Kentucky, Indiana 
and West Virginia area. Radio, newspaper, 
magazine advertising support. Excellent pay to 
right man. Give details of your experience, age, 
etc. Address Box H-279, care of Harpware 
Ace, 100 E. 42nd Street, New York 17, N. Y¥ 


HARDWARE 
Deal 
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Set solid, maximum, 50 words....... $4.00 BOXED DISPLAY RATES 
All capitals, maximum, 50 words.... 5.00 ai OO Se «+... $6.00 
Each additional word......... 08 Bach additional inch......... 4.00 
SALES PURC HASING eXECUTIVE 


AVAILABLE. Twenty years’ experience in 
heavy hardware, mill and plumbing supplies and 
machinery includes inventory control, traffic and 
export sales and shipping. Formerly assistant 
purchasing agent large tool maker and manayer 
of export department doing three quarters million 
annually. Just completed position of purchasing 
agent on large defense project. Seeking perma 
nent connection with manufacturer or supply 
house where experience could be used in office. 
Address Box H-275, care of Harpware AGE, 
100 E. 42nd St., New York City 17, N. Y. 


HARDWARE MAN DESIRES 
exceptional knowledge of builders hardware. 
experienced in mechanics tools, mill 
paints, cutlery, etce., and five years’ experience 
in lumber, millwork, sash and doors, roofing. 
Must be permanent. Prefer South or Southwest. 
but will go anywhere. Draft exempt. Address 
Box H-274, care of Harpware Ace, 100 FE. 42nd 
Street, New York City 17, N. Y. 


POSITION WANTED 
HARDWARE MAN with 
experience in 
field. Capable 
with a 
Address 
100 E. 





POSITION 
Also 


supp’ies. 


EXPERIENCED 
30 years of practical 
the hardware and manufacturing 
of being sales manager or buyer 
jobber or néanufacturer. Write me 
Box H-278, care of Harpware AGE 
42nd Street, New York City 17, N. Y 


REPRESENTATIVE ~— CALLING ON 
BUILDING HARDWARE and lumber yard 
trade, to handle line of locksets and bnilders’ 
hardware on commission basis. Prompt shipments 
now. Very progressive postwar line. Territories 
open: New England, Long Island. Central and 
Western New York State, some Midwestern and 
Rocky Mountain territory. Man selling line of 
butts and seeking a companion line will find this 
a good connection. Address Box H-272, care of 
aa - Ace, 100 E. 42nd Street, N. Y. City 
17. N. 





WANTED—DISTRIBUTORS AND SALES 
MEN. Complete line of industrial Diamon:! Tools 
Address Box H-277, care of Harpware Ace, 
100 E. 42nd Street, New York City 17, N. Y. 








CASTERS WANTED. CASTERS FOR Bas 


sinettes, Tea Wagons and Cribs %” face 2” 
wheel, Grip Neck, for hole % x 15%”. Can be 
rubber, wood or composition wheels. Above 


specifications preferred, but can use others ap 
proximately the same. Can use large quantities. 
Address—Metropolis Bending Company, Metropo 
lis. Illinois. 





JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools. plumb- 
ing and electrical supplies, paints, etc. No stock 
ton large or too small for our consideration. Get 
our price before you sell. Write Box 500, 1474 
Broadway, N. Y¥. 


will help not labor, not the farmer. 
not the merchant, not the banker. 


not the producer . . . but America! 
4—That he be mindful. however. 
of the importance of retailing as part 
and parcel of the entire economic 
picture. . . . That he visualize the im- 
portance of nearly 2,000,000 little 
stores who are the real bulwark of 
democracy against those who would 
re-write the story! 
5—That his goal be simplicity . . . 
based on the inherent honesty of 
America, its merchants, its laborers, 
its farmers, its people! . . . That 
every action taken be designed to 
sweep aside unnecessary, cluttering. 
hazy, ambiguous, depressing red 
tape and regulation. 
6—That he fully realize the neces- 
sity of price and production prob- 
lems being solved together... . That 
this wedding of two very important 
functions be undertaken at once 
when Congress reconvenes. . . . That 
controlling prices is important. . . 
but that controlling them so as to in- 
sure production incentive is likewise 
necessary. 
7—That the general subsidy pro- 
gram is abhorrent to the retailer . . . 
and contrary, certainly, to the best 
interests of the country as a dis- 
guised .. . inflationary . . . morale- 
destroying procedure. 
8—That I pledge myself to back 
the man who performs in this fash- 
ion . pledge my support in his 
fight against those who would over- 
throw him because he would not 
bow to the “pressure blocs.” 
9—That this pledge means voting 
getting my family and friends 
to vote . . . helping all 7 can, in- 
dividually, at the polls and in direct 
assistance as a constituent! . . . This 
would be my privilege . . . not my 
duty! 
Jor MEEK 
Illinois Federation 
of Retail Associations 


Sign Made of Pipe 
Advertises Pipe 


SIGN made up of various size 

pipe. cut, threaded and fitted 
together is used in front of the City 
Hardware Co., Anniston, Ala., to ad- 
vertise its pipe cutting and thread- 
ing service. The pipe forms a pic- 
ture frame-like support for the sign 
which is suspended in the center. 
The sign reads: “We Cut and Thread 
Pipe.” 

W. K. Easterling. proprietor, says 
the firm fabricates pipe for all 
comers. making a charge of 10 cents 
for each cut and 10°cents for each 
thread. 
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WIRE ROPE CLIPS 


@ Wire Rope Clips are made in a full range of sizes, 

galvanized or japanned finish. Lamson nuts fit U- 

bolts accurately. Malleable iron saddles have sta:d- 

ard “bull-dog” grip. Wire Rope Clips are packed in 

bulk in kegs for stock for your jobber’s distribution. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 








FOR VICTORY Warsow 
for Defense Construction 
Buy ~-(CHICAGO)~SPRING HINGES 





SPRING HINGES 


Type 2001 
The “Triplex” 


Since 1885 CHICAGO SPRING HINGES have been synonymous 
with QUALITY. . . . Quality in construction, accuracy in design 
and dependability for long, lasting service. We are proud that 
CHICAGO SPRING HINGES have been specified for many of 
the Country’s greatest war plants and ships of our Navy, where 
dependability is now more important than ever before. 























Changes 


New products and new trade 
names are constantly being 
added to the listings for the 
next Directory Number of 
HARDWARE AGE. 


Therefore, if you do not find 
in the current issue of the 
Directory Number the prod- 
uct you are interested in, write 
to the “Who Makes It” Editor. 
He'll be glad to serve you. 


HARDWARE AGE 


100 East 42d St., New York City 


Chicago Spring Hinge Co. 


CHICAGO U.S.A. NEW YORK 














BE SURE YOUR MEN 












HAVE SAFE EQUIPMENT 




















SEPTEMBER 30. 1943 





SHOES 


Save a man’s neck—and he’s your friend for life! 


DUO-Safety SHOES will give him extra protection ali 
year ’round... at small cost! 


They fit standard ladder rails—and are safely used on ali 
type surfaces. Write for bulletin X-10! 


DUO-SAFETY LADDER CORP. 


MAKERS OF INSTITUTIONAL & INDUSTRIAL LADDERS 


OSHKOSH, WISCONSIN, U. S. A. 





87 





HERE’S a 
LABOR 
SAVER 
~ Demand and Selling on Sight 


\DR. RINEHART'S HANDY HOG HOLDER 













Order if Ret ail | One man holds largest hog— easily 
from Dealer price | —forringing, vaccinating, worming, 
Your 90c, shipping | etc. One end for large — — 
charges pre- | for pigs. Worth its weight in go 
Jobber paid any- to an short of help. Durable, good for 


or Direct 
from this 


where on one a lifetime. Advertised in 50 leading farm 


4\s doz. orlarg- publications and 20 radio stations, reaching 
er iots. every farmer in your locality. 


DR. RINEHART’S HANDY HOG HOLDER CO. 
P- O. Drawer 1946 Galesburg, Illinois 


ANNOUNCING 
New Lines 


“FLY-AWAY” tandem swing 
“Junior” Play Pens 

Baby Cribs 

Toy Folding Boomerang 
Duration Towel Bar 

Toy Commando Gun 

Knife Racks, etc. 


NOCKONWOOD, Ltd., Bloomfield, lowa 
“Ideas in Wood” 














Send for 
Illustrated 
Folder 






























Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


COLUMBIAN ROPE CO. 


Genwi DOMES Y SIL ENCE, E 





SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 


& FLOORS - CREATE QUIET 
“ponees of Silence" 
Domes of Silence — Insulated Cushion Glides 





For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


SILENCE 


JMES of 














Allen & Co., Inc., S. L. 
Allen Mfg. Co. 
American Chain 

are 
American Chain Div. 
American Fork & Hoe Co. 
American Shearer Mfg. Co. 
American Thermos Bottle Co. 
Archer-Daniels-Midland Co. 
Armstrong-Bray & Co. 
Autoyre Co. 


Baker Mfg. Co. 

Berea Abrasives 
Bethlehem Stee! Co. 
Briggs & Stratton Corp. 


c 
Central Paint & Varnish Wks 
Century Metalcraft Corp. 
Chicago Spring Hinge Co. 
Clemson Bros. 


Cleveland Cooperative Stove Co. 


Columbian Rope Co. 
Coolerator Co. 


D 
Disston & Sons, Inc., Henry 
Domes of Silence 
Dri-Kleen Co. 
Duo-Safety Ladder Corp. 


Durham Company, Donald 


E 
Economaster Products Co. 
Englishtown Cutlery Ltd. 


Farm Journal 
Flex-O-Glass Co. 
Flint & Walling Mfg. Co., Inc. 


S 
General Consumer Prods. Co. 


H 
Heller Bros Co. 
Holley Chemical Co. 
Hoppe, Inc., Frank A. 
| 
Independent Lock Co. 


J 
Jennings Mfg. Co., The Russell 
K 
Klein & Sons, Mathias 


L 
Lamson & Sessions . 
Landers, Frary & Clark ...... 
Lindemann, A. J., & Hoverson Co 


& Cable Co., 


52, 69, 87, 


52 
69 


49 





Meyercord Co. . 
Miller, Inc., Robert E. 
Minute Mop Co. . 
Myers & Bro. Co., F. E. 


N 
National Mfg. Co. 
Nicholson Fiie Co. 
Nockonwood Ltd. 
Norton Lasier Company . 


P 
Fayette R. 
Premax Prod. Div. 


Plumb, Inc., 


Ray-O-Vac. Co. 
Remington Arms Co., 


Rinehart's, Dr., 
Holder Co. 


Rogers Isingiass & Glue Co. 


eta a 


Royal Electric Co., Inc. .. 


Russell, Burdsall & Ward 8olt & 
og Re ee ee at 

Ryerson, & Son, Inc., Jos. T 

Ss 

; Savogran Co. 

Schaffner Co., Gus. J 


3° | Shapleigh Hdwe. Co. 


88 | 
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77 
87 
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59 


82 


45 
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23 


90 | 
20 
35 | 





Smith, Inc., Landon P. 
Soilicide Laboratories 


Sonora Radio & Television Corp. 


Stanley Tools 

Stor Safety Razor Corp. 
Starline, Inc. 

Sunlite Mfg. Co. 


T 
T Valley A iates 
Triplex Screw Co. 
Twin City Shellac Co. 





U 
Union Hardware Co. 
United Gilsonite Laboratories 
Utica Drop Forge & Tool Corp. 


Vv 
Vaughon & Bushnell Mfg. Co. 


w 
Warren Tool Corp. 
Weather Seal Co. 
Whitlock Supply Co. 

Whitney Carriage Co., F. A. 
Wickwire Bros., Inc. ... ‘ 
Winchester Repeating Arms ihe. 
Witt Cornice Co. ns 
Woodenware Prods. Corp. . 


| Wooster Brush Co. 


Y 
Yoie & Towne Mfg. Co. ....... 
Youngstown Pressed Stee! Div. . 
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« AUTOYRE 


MANUFACTURERS OF BATHROOM AND KITCHEN 


ACCESSORIES. NOW 100 IN WAR PRODUCTION 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 



















The Trade’s Leaders Handle <= NEW PROFITS WITH 


HOPPE’S No.9 | [hi Bat lpn ag. 
because it is a sure fire seller that never Fa & WN: DEE 


disappoints the purchaser whether he aT REC.U.S. PAT. OFe. 
buys it for gun cleaning or for re-sale. 2) MO. 

Soldiers and sportsmen go for Hoppe's | | i RUBBING FLOOR WAX 
No. 9 strong because it cleans guns S : : 

thoroughly and fast. Gun dealers sell [A a :| A High Grade, Quality Prod- 
and prefer it because it represents busi- | | 474 » | uct... a Profitable Household 





ness security—a sound investment that ]] | Nes item for Dealers. 
pays first class, sure returns. —_ 
Dealers and Jobbers Remember, DANDEE is HEAVY DUTY. 
Frank A. Hoppe, Inc. Solicited 





2314A North 8th St., Philadelphia 33, Pa. | ig TWIN CITY SHELLACCO., .NC. 340 Flushing Ave., Brooklyn, N. Y. 





















No. 024 e i, a ie oats 


There are no substitutes for quality—buy RED DEVIL Modern-line 
GLASS CUTTERS, glaziers and painters tools and machines. 


LANDON P. SMITH Inc. Irvington New Jersey, U. $. A. 





AMERICAN CHAIN & 























Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


at least 3 weeks before you move. 





e 
HARDWARE AGE ) y Too! Corclog ts 
00 Hast 42nd Street New Works N-¥- | ECU Me (ele) Cremer 























SEPTEMBER 30, 





AVOGRAN PROD 


Ask Your Jobber! AVOGRM 


oo ee. THESAVOGRANCO. —/ @Z7 in 
= indie Wharf, Boston, Mess. 4 4 a 
ween i} ie 4 
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®@ Improved dynamic design (patented) 
gives perfect balance plus unequalled 
efficiency in both chopping and driving. 
Full force of each blow is centered at 
point of impact, as in sketch. 





CARRIAGE BOLTS 


@ Lamson Carriage Bolts (heat treated) are accurate- 
ly made, have smooth, round heads and true, square 
shanks under the head. Available in either rolled or cut 
threads. Stocked in a full list of sizes up to %-in. diam- 
eter, 14-in. length. Large sizes made to specifications. 
A copy of the Lamson “Ready Reference’ List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


TRUE E MPER . : ; THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


PrRooucrs - LAMSON & SESSIONS 


FORKS + RAKES + HOES + AXES » HAMMERS + HATCHETS 






Stock, display and profit with this uni- 
versally sought and accepted tool. 





National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 
















SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 
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TARGET FOR TONIGHT > 
el Yr 


Maybe they won’t actually come and drop a bomb on your business, but 
the Axis war lords have their eye on it, just the same. They want to wipe 
it out as a competitive force—or take it over lock, stock, and barrel. Here 
is a threat that you can reply to now, today, and in no uncertain terms— 
by buying War Bonds to the very limit of your powers, that our armed 
forces may have the guns, tanks, and planes they need to crush the Axis 
once and for all. 


THE GOAL: 10% OF EVERYONE’S INCOME IN WAR BONDS 


Every American wants the chance to help win this war. When you install 
1 the Pay-Roll War Savings Plan (approved by organized labor), you give 
.. your employees that chance. For details of the plan, which provides for 
the systematic purchase of War Bonds by voluntary pay-roll allotments, 
write: Treasury Department, Section S, 709 12th St. NW., Washington, D. C. 


Buy War Savings Bonds 


This Space Is a Contribution to Victory by 
HARDWARE AGE 
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LOOK TO ie on 


Here’s The Fighting Farm Equipment 
That Is Increasing Milk Production 


The Starline Dealers are doing a great job on the Farm Front 

supplying Dairy Farmers with Dairy Barn Equipment — equip- 
ment as essential to Victory as other Fighting Ordnance Equipment of tanks, 
guns and planes. 
Dealers “look to Starline” first, for available Water Bowls, Steel Stalls, Stan- 
chions, Litter Carriers, Pens, Hay Carriers, Ventilating Equipment, Barn Door 
Hangers — and other time-saving milk increasing, herd protecting equipment. 
Prompt writing to Starline today may avoid later delays and disappointments. 
Look to Starline — First. 








STARLINE WATER 
BOWLS Easiest 
for cows to oper- 
ate — more water 
— more milk. 


Wi". STARLINE, INC. STAPRINE 
STARLINE DAN HARVARD, ILLINOIS ALBANY, NW. Y. 


THE BARN 
EQUIPMENT MAN,  xEEPING UP THE HEALTH RATE KEEPS DOWN THE DEATH RATE 








This key, which is one of our treasured possessions, opened the doors 
to an institution founded on Sound Principles and destined to 
permanent Growth and Service. 


190 YEARS AGO This Month. 


SHAPLEIGH FARDWARE COMPANY 


>! .LOuUis 


Shapleigh National Series No. 2413. 








